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Writing business in forty states and with U. S. Government 
Methods—-simple, direct and free of red tape 


FRED W. FLEMING DENNIS HUDSON 
President Vice-President and 
Manager of Agencies 


New YorK UNDERWRITERS 
INSURANCE COMPANY 


CAPITAL $2.000.000. 


A. & J. H. STODDART, General Agents 


100 William Street - - - - New York City 





FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 








SOMETHING NEW 


Beneficial and Profitable 


ONE DOLLAR A MONTH POLICY 


A Big Seller and a money 
maker for live agents. 


All Standard Policies are written, with or without 
Total and Permanent Disability, Premium Waiver 
and Double Indemnity. 


THE COMPANY’S PREFERRED ORDINARY LIFE 
AND MONTHLY INCOME POLICIES ARE 
BIG SELLERS 


Good Openings for General Agencies in Ohio, In- 
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diana, California, Illinois, Iowa, Kansas, Michigan, 
Minnesota, Missouri, Oklahoma and Texas. 
“Serve and Succeed With the Springfield” 


SPRINGFIELD LIFE INSURANCE COMPANY 


SPRINGFIELD, ILLINOIS 
A. L. Hereford, President C. Hubert Anderson, Supt. of Agencies 











You Who Seek Opportunity 


Opportunity exists always for those who 
seek success and satisfaction in life insurance 


field work. 
During 84 years the first American legal 


reserve mutual life insurance company has been 
served and built to greatness by men who found 
both success and satisfaction in so doing. — 


This company writes all standard forms of 
insurance and annuities on both men and women. 


Age limits 10 to 70. 


Those who contemplate life insurance 
field work are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street New York, N. Y. 


= — <9 
: ae a aa 
' 


a 
ti 








STEN The 


Sy (>) a ee: 


eS 








TUULUELUE LUAU REALE eteess 


ae 











De TTT 


UL eS SS Oe ee TE Ta 





=e. = 





a li a 
(Uk 


WL Le 











THE: SPECTATOR 











TWENTY-TWO YEARS 
and the 
CONFIDENCE of 


POLICYHOLDERS 


assure 











OUR AGENTS 
THEIR OWN FUTURE IS SECURE 





Write for 
“FOURTEEN POINTS” 
A. M. HOPKINS, Mgr. of Agencies 


PHILADELPHIA LIFE INSURANCE CO. 
111 No. Broad Street Philadelphia, Penna. 














DETROIT FIDELITY AND 
SURETY COMPANY 


Home Office, Detroit, Michigan 


Homer H. McKee, President 





The Home Office Staff of this 
Company thoroughly understands 
field problems. Ask any agent 


who represents us. 





Capital and Surplus over $3,000,000.00 
Licensed in 38 States 











ILLUSTRATE YOUR ARGUMENTS 
FOR LIFE INSURANCE! 





When you want to pave the way to a successful 
canvass; 


When, at first, you cannot reach a_ prospect 
personally ; 


When you find it hard to concentrate his attention; 


When your arguments must be followed up 
forcefully ; 


Then— 


USE THESE NEW LEAFLETS! 


Confidential Notes 

The Gateway to Contentment 

A Look Into Their Future 

To Fit Every Man and Every Pocketbook 
Give This Man Your Confidence 


Appropriate drawings and persuasive text matter 
make these folders bring the real message of life 
insurance home to each man and woman. Prices 
are: 

Sample copy, 10c; 50 copies, $2.75; 100 copies, 

$5; 500 copies, $20; 1000 copies, $35; 5000 

copies, $140. 


Send for a sample set ‘of these leaflets, 50c. 


These Leaflets Describe 
the 
BEST-SELLING FORMS OF LIFE INSURANCE 


I. Taking His Place 
II. Anticipation 
Ill. Guaranteeing His Education 


These form a group of graphic folders that emphasize the 
main services performed by life indemnity, and cover Life 
Insurance in General, Long Term Endowments and 
Monthly Income, and Children’s Educational Endowments. 


Prices are: 

Sample copy, 10c; 50 copies, $2.50; 

100 copies, $4.50; 500 copies, $18; 

1000 copies, $30; 5000 copies, $120. 
These three leaflets sold together at reduced rates, prices quoted on 
application. 


SECURE NOW, BUT—HOW ABOUT THE FUTURE? 


This is the title of a pictorial folder that does not mention 
life insurance but presents a picture and points a moral 
that convinces the reader of the need for adequate protec- 
tion. This leaflet, like two or three others above mentioned, 
has a special die-cut cover and, when opened, tells the entire 
story in a few words. Prices are at the rate of $35 per 
thousand copies. See quotations in various quantities above. 
Send 90c for sample copies of the nine new leaflets mentioned in this 
advertisement. 


THE SPECTATOR COMPANY 


135 WILLIAM STREET 
NEW YORK 


INSURANCE BUILDING 
‘ CHICAGO 
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CANADIAN TERMINATIONS 


Lapses and Surrenders Showed Im- 
provement Last Year 


TOTALS AGGREGATED $350,460,649 


Combined Percentage to New Business 
Written Was 38.5 


Orrawa, Canapa, Aug. 15.—There is no 
problem connected with the life insurance busi- 
ness which has received more attention from the 
officials of the companies during the last few 
years than the question of lapsation. The com- 
panies spend every year large sums of money in 
endeavoring to prevent policies from lapsing 
and to secure the revival of policies that have 
lapsed. A favorable indication that the looked- 
for results are being obtained through the 
efforts of the companies to curtail the waste 
from policies which are lost through lapsation 
and surrendering, is noted in the Canadian 
figures. 

The amount of business lapsed during the 
year 1926 was $257,522,943 or 28.3 per cent oi 
the gross new business written, compared with 
$255,111,942 and 31.6 per cent, respectively, in 
1925. 

The total amount surrendered was $92,937,706, 
or 10.2 per cent of the gross new business writ- 
ten, compared with $90,929,766, and 11.3 per 
cent, respectively, in 1925. Combining lapsed 
and surrendered business in 1926 totaled to 
$350,460,649, or 38.5 per cent of the gross new 
business written, and for 1925, $346,041,708, or 
42.9 per cent of the business written in that 
year, 


There is, therefore, a decrease of 3.3 per cent 
in lapses in 1926, and a decrease of 1.1 per cent 
in surrenders over the same period. This low- 
ering of the lapse ratio may be attributed to the 
great work of the company managers, agency 
executives and the agents themselves, along con- 
servative lines and permanent selling methods. 

The surrender ratio was 1.1 per cent lower 
for 1926, a fact which shows that life insurance 
sales, in an increasing measure, are being sold 
as a permanent investment. 


The following table shows the amount of new 
business written, and amount terminated by 
lapse and surrender, and percentage to new 
business written for the past six years: 


New Total Lapses 
A Business and 
Year Written 
2921... -$577,207,829 
1922... .$577,531,503 
1923... .$631,057,720 
+ -$628,687,615 
$738,176,484 
- -$823,254,205 


Percent- 
Surrendered age 
$241,888,720 41.9 
$288,038,325 
$291,992,396 
$312,501,339 
$346,041,104 
$350,460,649 


It is the opinion of many that the practice of 
accepting premium notes increases the lapse 


(Concluded on page 7) 


AGENTS’ CONVENTION 


Program to Be Drafted by Executive 
Committee 
LOCAL BODY HEADED BY JOHN X. 
WEGMANN 


Entertainment Plans in Hands of New 
Orleans Insurance Exchange 


The program ior the annual convention of 
the National Association of Insurance Agents 
to be held in New Orleans the week of October 
7, will be drafted at a meeting of the associa- 
tion’s executive committee in Atlanta, August 
19 and 20. That the program will be elaborate 
and will embrace many important matters is 
indicated in letters received here from national 
officers who intend making the New Orleans 
convention an educational feature that will ad- 
vance the interests of the entire membership. 
Just as soon as the local committee, headed by 
John X. Weymann as chairman, receives the 
executive committee’s outline of the convention 
program, final arrangements for the October 
convention will be made. 

Pending this the arrangement committee of 
the New Orleans Insurance Exchange is pro- 
ceeding with the entertainment program. This 
feature is being handled by a special commit- 
tee with Stewart Maunsell as chairman and it 
will include events that are distinctly local and 
will, it is generally believed, prove highly enter- 
taining to the visitors from practically every 
State in the Union. “It will be a convention 
a la New Orleans,” said Mr. Maunsell, who is 
experienced in matters of this nature. 

The local committee on arrangements is com- 
posed of the chairman of the various sub-com- 
mittees with Mr. Wegmann as general chair- 
man. The personnel, all well-known New Or- 
leans insurance agents, follows: Harold Meyer, 
publicity; M. J. Hartson, finance; Stewart 
Maunsell, entertainment; Charles M. Samuels, 
transportation; August Coiron, hotel; L. F. 
Braud, registration; Jacob H. Bodenheimer, re- 
ception; F. D. Reilly, music; P. E. Burke, in- 
vitation, and Mrs. Charles H. Samuels, ladies’ 
committee. 

“Advance notice,” said Chairman Wegmann, 
“indicates a record number of delegates to the 
October meeting. Agents from over the entire 
country will come to the New Orleans conven- 
tion—which, by the way, will be one of the most 
important in the history of our organization. 
It will deal with subjects vitally concerning the 
business of insurance agents such as automobile 
club insurance, joint local board advertising, 
public relations, single interest automobile pol- 
icy and other features of a like nature. The 
New Orleans agents are working in close co- 


(Concluded on page 15) 
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F. P. STANLEY SELECTED 


Becomes Managing Vice-President of 
Glens Falls Indemnity 


IS FIELD AND HOME-OFFICE 
EXECUTIVE 


New Company Will Begin Active Business 
October 1—Staffi Appointments 
Announced 


The avowed intention of the Glens Falls In- 
demnity Company to achieve an agency repu- 
tation equal to the renown of its parent, the 
Glens Falls Insurance Company, was brought 
a great deal nearer reality with the announce- 
ment last week that F. P. Stanley, vice-presi- 
dent of the Norwich Union Indemnity Com- 
pany, had been chosen as managing vice-presi- 
dent of the new organization. He will resign 
his present connection on September 1 to take 
his post with the Glens Falls Indemnity. 


The choice of Mr. Stanley is a happy one for 
the officers of the Glens Falls Insurance by 
whom it was made. His is the enviable status 
of not only being himself successful, but of pos- 
sessing the ability to impart the knowledge of 
success to others 

Vice-President Stanley has had a wealth oi 
experience both in agency field work and in 
home-office administration His insurance 
career began when he entered the training school 
of the Travelers Insurance Company at Hart- 
ford in 1917. Upon completing the course, he 
was sent to Cleveland as special agent and, 
after varied field production all over the coun- 
try, he was brought back to the home office of 
the Travelers and was placed in charge of the 
casualty division of the training school, con- 
ducting the classes for three years. Subse- 
quently, he was transferred to the agency de- 
partment of the company, becoming agency as- 
sistant. 

In 1924 he left the Travelers and joined the 
Norwich Union Indemnity as superintendent .f 
agents, being advanced to vice-president in 
charge of production in 1926. He is widely 
known as an able and instructive speaker at 
agency gatherings and has constantly urged rep- 
resentatives to educate themselves regarding the 
fundamentals as well as the broader aspects of 
their calling. He is the author of a series of 
lectures, now in preparation, entitled “Income 
Building Knowledge for the Casualty and Bond- 
ing Underwriter.” The course will be ready in 
the fall. In addition to production, he is ex- 
perienced in underwriting and claims work. 

Prior to his entry into the insurance business, 
Mr. Stanley had a background that particularly 
fitted him to judge and deal with men. His first 


(Concluded on page 23) 


Apes aare Sete San Se 


em EEE 








Thu rsday 











INCIDENTALLY 











THE 
OBSERVATION POST 











IGHT here last week, I drew attention to 

the fact that Mrs. Rachel Riddle, of North 
Carolina, has reached the age of 108, although 
a doctor urged her father to teach her to smoke 
when she was 8 years old and she continued to 
use the “weed” from then on. In all fairness 
to the Anti-Tobacco League, I must now tell 
you that down in Tennessee live three brothers, 
triplets, yclept Abraham, Isaac and Jacob 
Waggoner, who claim to be the oldest triplets 
in the United States. They are 71 years of age, 
have lived their whole lives within 10 miles 
of each other and have never been sick enough 
to call a doctor. The comfort to the A. T. L. 
lies in the news that the triplets do not drink, 
chew or smoke. Of course, individually, they 
cannot compete in longevity with Mrs. Riddle, 
but their combined years aggregate 213 so— 
to smoke or not to smoke, that is the question! 


* * * 


HE demon clockpunchers and guardians of 

the time sheets in industry have figured 
out that the average London business girl pow- 
ders her nose four times per hour and, in each 
powdering, takes two minutes to do it. If you 
multiply until all the pencils in the house are 
worn away, and if you know how many busi- 
ness girls there are in London and what kinds 
of business they are in, you may find out how 
many years are lost each year through the 
powdering practice. Factories over there are 
posting notices that the use of the puff during 
working time must stop. What I’d like io 
know is how many minutes are lost each time 
the average American working girl breaks open 
the wrapper on a new piece of chewing gum. 


* * * 


TINHE old saying that “all the world’s queer 

except thee and me, and sometimes I think 
thee’s a little queer” may not be entirely wrong. 
The statement has just been made that one 
out of every twenty-five persons in the United 
States has been, or is, in an insane asylum. 
Also, there are more persons now lodged in 
such institutions than there are students at all 
the colleges and universities in the country. 
Still there are those who say that the modern 
pace of living has no effect! 


* * * 


LTIMATE truth has at last been reached. 

Ever since a certain typewriter manufac- 
turer began advertising “Buy a —Typewriter 
and Be An Author,” editorial desks have been 
flooded with manuscript that makes excellent 
fires. Now comes an advertisement in The 
New York Times on Monday of this week 
which begins thus “Young woman, world 
traveler, would-be writer—.” There’s a candid 
admission for you! I hope her veracity gets 
her the position she seeks. 


FEW days ago, Ennis B. Mallette, secre- 
tary of the Connecticut Plate Glass Insur- 
ance Company, of Torrington, did me the honor 
of flying down from Hartford to New York 
for an all-too-brief visit. A heavy fog almost 
prevented him from locating Mitchel Field 
before his fuel tank was empty, but he managed 
to make it in time and had fair weather on his 
return flight. Ennis, in addition to being a 
pukka pilot, is an insurance man of ability. His 
latest and greatest bid for fame, however, is as 
the first airman ever to discover that woodchuck 
poison “jazzes up” the gas tank. 
* * x 
HE myriad wires of the United Press last 
week carried the story that Ennis, while 
flying from Boston to Hartford, ran short of 
high-test gasoline near Putnam, Mass., and 
made a forced landing. When it developed that 
he would be unable to get the desired fuel to 
continue on his skyward way, a local farmer is 
said to have recommended the use of woodchuck 
poison of which he had a quantity on hand. This 
particular brand of kill-’em-quick is alleged to 
be composed largely of carbon bisulphide, which 
is highly volatile. The experiment apparently 
was successful, as the “intrepid birdman” (news- 
paper title for any pilot) took off toward his 
objective. I cannot personally vouch for the 
accuracy of the yarn, but at least it sounds 
plausible. 
* * * 
F you take the political temperature of those 
the Twentieth Century Limited as a standard, 
this country favors Coolidge, even for a third 
term. That, at least, is what W. L. Taylor, 
vice-president and general manager of the Fed- 
eral Surety Company of Davenport, discovered. 
Mr. Taylor was on that train one day last week 
and took a poll of the 96 passengers aboard. 
The result showed that 90 of the 96 men and 
women were in favor of drafting the present 
incumbent to run again. A poll among mem- 
bers of the train crew is reported to have shown 
a similar result. Perhaps I should add that 
only 11 of the passengers were Democrats. 
* * * 
OU could have knocked me over with a 
feather when the announcement was made 
that Police Commissioner Warren, of New York 
City, intends to put some of the force in “half 
fig” and send them out unescorted to see what 
they can see. Wouldn’t that simply slay you! 
Now if somebody makes goo-goo eyes at your 
lady of the evening you'll not know whether to 
plant your manly fist in his eye or gracefully 
retire from the field. Alas for the rarity of 
native liberty! 
x * 
UST the same, it’s my hunch that a cop in a 
Tuxedo is still a cop, and as such will con- 
tinue to fire shots at escaping criminals with 
the sole result of nicking the cornices of Broad- 
way buildings. 
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“SMOKE” 








UST what the logic behind the Ohio super. 
intendent’s decision to prohibit riot insur. 
ance in his State consists of, is a trifle beyond 
me. Disturbances in the mining regions of 
Ohio have led Mr. Safford to believe that con- 
tinued writing of riot and civil commotion coy- 
erage would have a tendency to stir up trouble. 
Assuming that such is the case, what of it? 
One might argue that fire insurance is con- 
ducive to more fires, accident insurance to more 
accidents, explosion insurance to more explo- 
sions. Even a life insurance policy has a ten- 
dency to make a man a trifle less concerned 
about his inevitable demise. Earthquake in- 
surance is about the only exception I can think 
of at the moment because rainmaking is not yet 
an extinct profession. The harm that any type 
of legitimate insurance might possibly be re- 
sponsible for is negligible, of course, in com- 
parison with the benefits it extends. I rather 
imagine the move can be chalked up to Sacco 
and Vanzetti. 
x ok * 
N old “photygraph” picturing the New 
York Fire Department of 1887, on view 
in the window of Farrish’s Chop House on John 
street, New York city, is attracting the atten- 
tion of passers by. The fire laddies are drawn 
up in formation at Union square preparatory to 
leaving for San Francisco. 


*x* * * 


yy this country needs more than a five- 
cent cigar is a historical conscience. 
Though we have existed as an independent na- 
tion for over 150 years, we are still so jejeune 
and crude that we deny to the few traditions 
that have grown up among us, the halo of 
sanctity. Is no phase of Americana, however 
dear, inviolate? 

No, my friends, this paragraph is not propa- 
ganda for the restoration of Button Gwinnet'’s 
writing desk or the preservation of Mrs. Mur- 
ray’s decanter whose wine, if we are to believe 
the iconoclastic school of historians, so_be- 
fuddled the British generals that Washington 
was able to escape from Manhattan in a walk. 
It is a tradition far more vital which incites 
me to protest. Firemen, it has been decreed 
in certain provinces, shall no longer be per- 
mitted to while away the hours between alarms 
with a friendly game of pinochle. What, no 
pinochle! Space does not permit me to give 
full vent to my indignation but, not to speak 
of sentiment, I offer the suggestion that the 
unique place of pinochle in America’s social 
structure is in a large degree attributable to 
the development accorded it by firemen. Con- 
trariwise, may it not be equally true that the 
intelligence, skill and dexterity exhibited by 
our fire fighters are the fruits of strict atten- 
tion to pinochle during the otherwise idle 
hours? Remember, Waterloo was won on the 
cricket fields of Eton. 
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PRESIDENTIAL SUCCESSION 

NE of the most important essentials 

of the insurance business, or of any 
other business, is expert executive guid- 
ance. Frequently, by reason of the attain- 
ment of retiring age, or of an impending 
change among the higher executive offi- 
cers of a company, or for some other 
reason, the need of filling a high execu- 
tive office arises and the directors are 
confronted with the problem of choosing 
the right man, either from the company’s 
own staff or from somewhere else. 

Choosing an outside man, in the past, 
has indicated perhaps that the insurance 
company needed a guarantee of financial 
solvency and good management, and 
would receive same by electing a promi- 
nent politician, or a leading professional 
or business man whose endorsement, im- 
plied by his accepting the post at the head 
of the company, would assure policyhold- 
ers and the public that the company was 
fundamentally sound and would be con- 
ducted along proper business lines. 

While in some cases it may be that no 
particular official in an insurance com- 
pany is being definitely prepared to suc- 
ceed to the presidency, in many com- 
panies there is a pretty clear understand- 
ing that a certain officer is in the direct 
line of succession, and his duties are so 
arranged as to prepare him for accession 
to the presidency when the proper time 
atrives. 

It is conceivable that a large and im- 
portant company might be subjected to 
public criticism—rightfully or wrong- 
fully—or its business might be suffering 


from some blight, so that the directors 
might consider it for the best interests of 
the company to call in some man from 
another insurance company, or one who 
has risen to a prominent national office 
or to a high position in some other line of 
business, in which his experience has 
rendered him capable of giving the in- 
surance company valuable service, and by 
acceptance of the presidency he will give 
endorsement to the company and thus as- 
sure policyholders that it is all right. In 
such a case the directors might be justi- 
fied in passing over the officials of their 
own company and offering the presidency 
to a well-qualified man who has, in some 
other avocation, been brilliantly success- 
ful, and who has acquired experience, 
perhaps in law, or in finance, or in com- 
merce, which would be of unusual as- 
sistance in the administration of an insur- 
ance company. 


INSURANCE ACCUMULATES FUNDS FOR 
INVESTMENT 


It must be borne in mind that the life 
insurance companies alone are creating 
capital for investment at the rate of over 
$6,600,000 per day, so that the financial 
side of the business is fully as important 
as the underwriting side; and, further, 
that the great business of insurance now 
stands firmly upon its own foundation, 
and does not need the endorsement of 
outside men in these days, whatever may 
have been the case in periods of peculiar 
stress, or in the cases of particular com- 
panies, in the past. 

In the olden days, it was frequently the 
case that a prominent man outside of the 
insurance business was chosen president 
in order to give éclat and endorsement to 
a company, and to win popular favor for 
it, whereas in the present day the election 
of a president of a big insurance company 
adds lustre to the name of the candidate 
chosen ; in other words, the company gives 
prestige now to the officer chosen, where- 
as formerly the name of a prominent 
citizen who became president gave pres- 
tige to the insurance company. 

Undoubtedly, wise financial guidance 
is very essential to the permanent success 
of an insurance company—at least as 
much so as is careful underwriting. Some 
companies have financial men at their 
heads, with their underwriting executives 
among the. vice-presidents, while others 
are headed by underwriters or lawyers, 
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or both, and their financial affairs are 
cared for by finance committees of di- 
rectors. In this respect there is no unt- 
formity of practice among companies, 
the directors of individual companies de- 
ciding according to their best judgment 
the policy of their company as respects 
underwriting and investments. It would 
obviously be impracticable to lay down 
any hard and fast rule for the various 
companies to follow as regards the par- 
ticular qualifications of their chief execu- 
tives, but the vast business of insurance 
provides an ample reservoir of talent 
from which a company needing an ac- 
complished underwriter or a financier 
familiar with the investment of insurance 
funds can be drawn. 

Insurance has become the greatest busi- 
ness in the world, in point of accumulat- 
ing money, investing funds, and in other 
respects, and it is an essential to every 
other business. Employing, as it does, 
tens of thousands of capable insurance 
men, embracing many promising candi- 
dates fit to be chosen a captain of indus- 
try, there is plenty of opportunity for 
choice in the selection of capable men 
from the rank and file, for the high 
positions to be filled in this business. 


INSURANCE OFFICIALS BUSINESS 
LEADERS 

By reason of the great financial and 
managerial education which officers of 
insurance companies are experiencing in 
the handling of hundreds of millions of 
income and assets. the time is here 
when great financial institutions and 
other outside corporations will select, as 
emergency may arise, the head, or some 
other prominent officer, of an insurance 
company, to assume the presidency of 
such bank or other institution needing 
administrative guidance. Realizing the 
reputation of great insurance officials for 
successful conduct of business, the di- 
rectors of such financial or other corpora- 
tion will make this move with a view to 
obtaining a guarantee to their customers 
that the corporation in question will be 
wisely, prudently and intelligently man- 
aged in the future. 

Indeed, a little over twenty years ago, 
a brilliant and successful vice-president 
of a life insurance company was selected 
by the head of the institution to be a man- 
aging partner of the largest, or one of the 
largest, banking houses in the world. It 
was the demonstrated ability of this vice- 











Editorial 


president in making important invest- 
ments for his company that attracted the 
attention of the great banking house to 
his accomplishments. Let it be hoped, 
however, that the able and promising 
young insurance men of the present day 
will find abundant fields to conquer with- 
in the confines of insurance, which will 
prevent them from being drafted to out- 
side captaincies of industry or finance. 


BUSINESS OPPORTUNISTS 

F you play championship ball, what 

game matters not, you must keep “‘on 
your toes” if you expect to win. That 
spirit, fortunately, is more and more 
spreading through the ranks of insurance 
producers and company men. Broadly 
speaking, a champion is one who recog- 
nizes opportunity, leaps to meet it and 
makes the most of it. 

The bomb outrages in New York City 
recently not only proved that there is an 
element in the population that should be 
stamped out, with machine guns if neces- 
sary, but also showed that insurance men 
can turn disaster to advantage. Many of 
the fire insurance companies and agents, 
after the bombings, ran advertisements 
setting forth the walue of having ex- 
plosion, riot and civil commotion insur- 
ance in force. The public generally was 
in an apprehensive frame of mind and 
was ready to listen to arguments showing 
how indemnity pays for losses. The re- 
sult was that fire companies reported an 
increased demand for the advertised cov- 
erages. Casualty companies also were 
able to write plate glass insurance with 
more ease than usual because the blasts 
that wrecked subway stations broke hun- 
dreds of dollars’ worth of glass in show- 
rooms, windows and automobiles. 

There are those who criticize insurance 
agents and companies for seeking to ex- 
pand their markets by drawing attention 
to catastrophes, but that criticism is too 
foolish to be worthy of consideration. 
The idea has a sound basis, and the 
theory of securing the business by warn- 
ing the public is really doing citizens a 
favor since, if they should have losses 
while insured, the companies will make 
good on their contracts and the policy- 
holders will benefit. 





OTWITHSTANDING the great 
length of the list of fires in the 
United States and Canada causing $10,- 
ooo or more of loss, which occurred in 
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July last, the aggregate property loss by 
such fires, according to the Journal of 
Commerce, of New York, was but $24,- 
248,600, or about $7,500,000 less than in 
July, 1926. The total fire waste for the 
first seven months of this year fell off 
$59,000,000, compared with the corre- 
sponding period in 1926, having 
amounted to $201,166,600. As there has 
been a substantial decline in the fire loss 
in every month thus far in 1927, when 
compared with the corresponding months 
in 1926, although the volume of insur- 
able and burnable property keeps increas- 


ing, there seems reasonable ground for 
the belief that fire preventive measures 
are at last having an appreciable effect, 





HE agency qualification _ ruling, 

issued recently by Insurance Com. 
missioner Wesley E. Monk of Massa- 
chusetts, is giving many of the New York 
insurance executives food for thought, 
They feel that, under its provisions, the 
first time an agent, who does not hold a 
broker’s license, changes companies after 
the effective date of the ruling he will 
have to take a written examination. 








“Unbelief 


If there exist a man or 


the ability 
doubters. 











honestly that life insurance 1s a major necessity, 1t can be 
truthfully attributed to one cause—lack of knowledge. 


The logic of the thesis that “unbelief is 
blind” is nowhere more apparent than 
in its application to those who oppose 
life protection. 


The true insurance salesman is gifted with 


But to do so effectively he 
must be well equipped. 


The Prudential offers a splendid line 
of policies covering all life require- 
ments and we invite the attention 
of brokers to the complete service 
available through our Ordinary 
Agencies, located in all larger cen- 
ters of population. 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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woman who doesn’t believe 


to open the eyes of such 


The Prudential 
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LIFE INSURANCE 








NOW REORGANIZED 


Former Quick Payment is Called First 
National Life 








NAME OF HOME-OFFICE BUILDING 
ALSO CHANGED 





Newly-Added Ordinary Department Doing 
well—Business in Force is $20,000,000 
St. Louis, Mo., Aug. 15.—The First Na- 

tional Life Insurance Company of America, St. 

Louis, has announced that the names of both 

the insurance company and its home office build- 

ing have been changed. 

The First National Life of America was 
formerly the Quick Payment Old Line Life 
Insurance Company of St. Louis and had been 
doing a strictly industrial business with a limit 
of $1000 on any one policy. It had built up a 
wide agency organization in Missouri on that 
basis. 

Recently the company was reorganized by 
Dr. M. Guy Mullen, its president, under the 
stipulated premium law of Missouri with $25,000 
capital and about $75,000 surplus to enable it 
to write ordinary insurance forms. It wil) con- 
tinue to write the industrial lines heretofore 
handled. 

The company now has about $20,000,000 of 
insurance in force and, according to Dr. Mullen, 
is planning to launch a very active campaign 
for new ordinary business throughout its ter- 
ritory. It will write on a non-par basis and 
will offer all the modern facilities of insurance, 
such as double indemnity and disability cover- 
ages. 

On August 15 the First National Life of 
America moved into larger quarters in the 
thirteenth and fourteenth floors of the office 
building which it owns and which hereafter 
will be known as the First National Life Build- 
ing. 

The company is spending approximately 
$100,000 in remodeling the building. The first, 
thirteenth and fourteenth floors and basement of 
the building were formerly occupied by the St. 
Louis Times, an afternoon publication, from 
which the building received its name. Recently 
the Times moved to the Buder Building at 
Seventh and Market street, so there was no 
longer any occasion for the building to be called 
The Times Building. 

The Quick Payment Old Lirie Life pur- 
chased the Times Building a few years ago as 
an investment, and hence it was proper to re- 
name the building The First National Life 
Building. 

The insurance company’s equity in the office 
building and in an adjoining smaller building 
to the north on Broadway has been deposited 
with the Missouri Insurance Department as 
part of the reserves required by law, the total 
Credit on the two buildings being placed at 
$487,900. In the meantime the insurance com- 





pany remains in control of the property, and 
does not have to pay any interest under the 
deeds of trust filed with the Insurance Depart- 
ment. The buildings are worth considerably 
more than $487,900. 


STOCK SALE COMPLETED 
Judea Life Celebrates—Company Broaden- 
ing Field Rapidly 

The Judea Life Insurance Company of New 
York, which has been in business about six 
months, is entering States other than that of 
its domocile as rapidly as possible. The com- 
pany has been licensed in Illinois during the 
past week. The Judea Life, affiliated with the 
Zionist movement, is controled by the Judea 
Investment Company, and the final sale of its 
capital stock of $1,000,000 was celebrated last 
Sunday evening at the Waldorf-Astoria hotel 
in New York city. 

The part played by life insurance in the 
“Back-to-Palestine” movement was one of the 
important topics discussed and among the 
speakers were: Francis R. Stoddard, former 
State Superintendent of Insurance and now 
general counsel of the company; Morris Pike, 
actuary; Dr. I. Sossnitz, chief medical director, 
and Theodore R. Racoosin, auditor. 


Northwestern National Life Gains 

The Northwestern National Life Insurance 
Company, of Minneapolis, passed the quarter 
billion miark of insurance in force on August 4, 
paid for business in force at the day’s close 
being $250,036,737. The $250,000,000 mark was 
set as a goal for the year 1927, and President 
O. J. Arnold ‘is particularly gratified to have 
passed it at this early date. 

“While business in all sections has been satis- 
factory, the June and July production in Min- 
nesota and North Dakota has been particularly 
good, being 80 per cent above corresponding 
months of last year,” ‘said Mr. Arnold. “The 
White & Odel Agency, state agents for Min- 
nesota, wrote $4,340,310 during the two-month 
period, while the A. W. Crary Agency, state 
agents for North Dakota, located at Fargo, 
wrote $1,624,280. This splendid work hastened 
the date that the $250,000,000 mark was reached, 
and also enabled the company to break all rec- 
ords for both June and July production. 

The company’s total business for the first 
seven months of the year was 14 per cent above 
the first seven months of 1926. 


Canadian Terminations 

(Concluded from page 3) 
ratio and for that reason the practice is being 
discontinued by many of the companies. Periods 
of financial depression have always been accom- 
panied by a high lapse and surrender ratic 
although there is no doubt that the average 
amount of lapsed business is unnecessarily high. 
The high ratios in the years 1922-23-24 are par- 
ticularly noticeable. 


COMPANY READY 


Sheridan Life to Begin on Septem- 
ber 1 








LOCATED AT EVANSTON, ILL. 





Both Participating and Non-Participating 
Policies to Be Written 

Cuicaco, Itt., August 16.—Announcement 
that the Sheridan Life, a new Illinois company, 
would begin writing business September 1, 
was made last week. The company will be 
located in Evanston, a suburb of this city. 
Mercer E. Daniels is president and the com- 
pany has capital of $100,000 and surplus of 
$100,000. The par value of the stock is $50 
and was sold at $100. 

Mr. Daniels is a former insurance broker of 
Chicago and once was connected with the Penn 
Mutual Life in Indiana. Other officers, all of 
whom are prominent in Evanston, follow: Wil- 
liam C. Eagon, secretary, formerly credit man- 
ager of the Lakes-State Bank, Chicago, and 
L. K. Grant, treasurer, connected with Stein, 
Alstrin and Company, brokers. Members of 
the directorate are: Allen D. Albert, owner 
Evanston News Index; David G. Barry, whole- 
saler of rugs; John F. Hahn, president Com- 
mercial Trust and Savings Bank, Evanston; 
Victor E. Ortlund, secretary-treasurer, French 
Laundry; Otto Otterstrom, vice-president and 
general manager, Nelson Brothers Laundry; C. 
H. Reynolds, president North Shore Bond and 
Mortgage Company; A. R. Culver, [Illinois 
Steel Hospital, and C. H. Hibe, Pullman, IIl. 

The company will write all standard life 
forms on participating and non-participating 
bases, but for the present will confine its activi- 
ties to Illinois. Haight, Davis & Haight, of 
Indianapolis, are doing the actuarial work. It 
is announced that the capital will be increased 
to $300,000 and the surplus to $700,000 on Sep- 
tember 1. 


Central Life Convention 

Cuicaco, Irt., August 16—The annual con- 
vention of the Central Life of Illinois will be 
held in the home offices here September 1 and 
2, and the visitors will be housed in the Drake 
Hotel, it was announced last week. 

Agents paying for $200,000 will be entitled 
to bring their wives as guests of the company, 
while those paying for $100,000 will have their 
wives’ expenses paid after they reach Chicago. 
August 15 has been set as the final date upon 
which business written prior to August 1, can 
be paid for and thus count on the convention 
quota. 


Dr. Alfred Manes in America 
Professor Alfred Manes, LLD., D., Ph. D., 
of Berlin, Germany, insurance actuary, expert 
and editor, arrived in New York city on Au- 
gust 16 and is stopping at the Hotel Alamac. 
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They Talk the Same 
Language 


@ Nothing contributes more to the develop- 
ment of efficiency in any organization which 
appeals to the public, than a clear under- 
standing between representatives in the field 


and Home Office Executives. 


@ In a life insurance company, the Home 
Office must know the agent's problems, if they 
are to be dealt with fairly and effectively. 


@ Nylic Agents have no difficulty in making 


their field problems understood at the Home 
Office. 


@ And this is not strange; for the majority 
of the Executive Officers, including the Presi- 
dent, have had practical experience in field 


and Branch Office work. 


@ So they “talk the same language”—field 
men and executives alike. And you don't 
hear Nylic Agents saying, “Our officers can’t 
get the agent's point of view because they 
have never had field experience.’ 


@ Common experience begets mutual under- 
standing which in turn begets confidence; and 
confidence begets strength. 


@ There is probably no life insurance com- 
pany between whose Field and Home Office 
there exsists a more frank and cordial relation- 
ship, due largely, no doubt, to this sympathetic 
bond of common experience. 


“Is it any wonder that, measured by usual 
standards, Nylic agents are industrious, 
persistent, satisfied and happy?” 





NEW YORK LIFE INSURANCE CO. 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY, President 
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JULY TOTALS OFF 
Paid-For Business Was 4 Per Cent Less 
Than Same Period Last Year 

New life insurance paid for in July was 4 
per cent less than that paid for in July, 1926. 
Despite this decline last month, the new insur- 
ance paid for during the first seven months of 
1927 was 1.7 per cent greater than during the 
corresponding period of 1926. These results 
are shown by a compilation forwarded yester- 
day by the Association of Life Insurance Presi- 
dents to the United States Department of Com- 
merce for official use. The report combines the 
records of new paid-for life insurance, exclu- 
sive of revivals, increases and dividend addi- 
tions, of forty-five members which have 81 per 
cent of the total life insurance outstanding in 
all United States legal reserve companies. 

For the seven-month period the new business 
of all classes written by these forty-five compa- 
nies was $6,713,000,000, against $6,599,000,000 
during the same period of 1926, an increase of 
1.7 per cent. New ordinary insurance amounted 
to $4,729,000,000, against $4,623,000,000, a gain 
of 2.3 per cent. Industrial amounted to $1,526,- 
000,000, against $1,480,000,000, an increase of 
3.1 per cent. Group was $458,000,000, agains: 
$496,000,000, a decrease of 7.6 per cent. 

For the month of July, the new insurance was 
$894,000,000 in 1927, .against $931,000,000 in 
1926, a decrease of 4 per cent. New ordinary 
amounted to $639,000,000, against $659,000,000, 
a decrease of 3 per cent. Industrial amounted 
to $201,000,000, against $194,000,000, a gain of 
3.4 per cent. Group was $54,000,000, against 
$78,000,000, a decrease of 30.6 per cent. 


Roy C. Beck Resigns from Continental 
Life 

St. Louis, Mo., August 16—Roy C. Beck, 
formerly advertising and publicity manager for 
the Continental Life Insurance Company of St. 
Louis, Mo., has resigned from that post to ac- 
cept a position at the head of the sales promc- 
tion department of a prominent St. Louis com- 
mercial enterprise. 

The company with which Mr. Beck has con- 
nected himself builds and operates commerci#] 
or parking garages and contemplates greatly ex- 
panding its activities. 


“Drowned” Man Discovered 

St. Louis, Mo., Aug. 16—A_ three-year 
search by investigators representing five life 
companies, among them the Missouri State Life, 
has resulted in the arrest, at Cleveland, Ohio, of 
Jack Patterson, cashier of a bank at Union, 
Neb., who disappeared at a Chicago bathing 
beach in July, 1924, under circumstances which 
made it appear that he had been drowned. He 
carried $44,000 insurance, of which $10,000 was 
with the Missouri State Life. 


North Texas Life Underwriters’ Meeting 

The North Texas Association of Life Un- 
derwriters is to gather at Dallas on September 
9 to discuss representation at the convertion 
of the National Association of Life Under- 
writers, which will be staged at Memphis, 
Tenn., in October. 
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NOW READY—NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many “hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 
proves the need for life insurance to 


protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: “No agent on earth could sell me life insur- 
ance, but I am going to buy a pamey just the 
same’; and he signed up for $75, 


USE IT AND PROSPER! 


“ _ PRICES: $ - 
ample Copy....ccccccscscccccccccccs . 
ME cache dnd cepaiaadeencnet om 8.50 
100 , nil ANCES AEA DD 15.00 
Me © Sec csapsadvecoveraclneneese 60.00 
ie “ ..wacspeceneewawer creme 100.00 
5,000 SF: Sac dowecsacnee eth cobeas 400.00 
Me Cs cvdcuwesensecassestdones 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
on New York, to avoid exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 
HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 

TIONS 
A valuable book devoted to the service 


of those engaged in a most important 
branch of life insurance service. 


INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 
A Guide to the System of Industrial 
Life Insurance 


A Source of Inspiration and Helpful 
Hints 


A Reliable Text Book 
PRICE $3.50 
Liberal Discount on 
Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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GROWTH OF BUSINESS 





T. Louis Hansen Gives War Risk 
Coverage and Influenza Epidemic 
as Reasons 





ADDRESS AT GUARDIAN LIFE 
CONVENTION 





Vice-President Declares Company’s Assets 
Will Approximate $61,000,000 in 1927 


Cuicaco, Int., August 12.—Two factors, the 
venture of the government into war risk insur- 
ance and the large demands made upon insur- 
ance companies during 1918 because of the in- 
fluenza epidemic, were described as the primary 
reasons for the phenomenal growth of life in- 
surance during the past ten years, by T. Louis 
Hansen, vice-president of the Guardian Life 
Insurance Company of New York, in a talk 
here recently. 

Mr. Hansen spoke at the opening session of 
the Guardian’s convention to its salesmen who 
earned membership in the Leaders’ Club by 
paying for at least $100,000 of insurance last 
year. The present convention, which was held 
last week at the Edgewater Beach Hotel, is 
the tenth of the Leaders’ Club. 

Mr. Hansen declared that these factors, 
coupled with the prosperity of the nation dur- 
ing the last decade, had given the public a 
fuller realization of the value of life insurance. 

“The further development of life insurance 
to cover many purposes heretofore not thought 
of, the higher plane of living, the greater de- 
mands of the present-day civilization opened 
new fields to the life insurance salesman and 
with this came a new type of salesmanship 
which has as its central idea a willingness to 
serve. 

“As a result, the highest grade of human 
material was attracted to the ranks of the life 
insurance sales profession, and, as a con- 
sequence, life insurance to-day stands higher 
in the public esteem as an economic and spirit- 
ual factor in the life of America than ever 
before.” 

Mr. Hansen declared the Guardian’s assets 
were $32,625,000 ten years ago and will approx- 
imate $61,000,000 at the end of this year. Its 
disability experience has been unfavorable dur- 
ing the past seven months, but, during the same 
period, there has been an improvement in mor- 
tality due to a low July experience and the ratio 
for seven months stands at 48.48. 

Walter E. Webb, vice-president of the Na- 
tional Life of Chicago, welcomed the visitors. 

Max Reinboth, of the New York Metropoli- 
tan Agency of the company, was introduced as 
the president of the Leaders’ Club, having sold 
in excess of one million dollars of insurance 
last year. He was the only representative 
achieving the pinnacle rank. 

Sanctum sanctorum awards for those selling 
Over seven hundred and fifty thousand were 
awarded to Leon Alexander of Brooklyn, and 
Leo D. Landau, of New York. Inner sanctum 
awards for those selling more than five hun- 
dred thousand were given Henry Sheldon, New 
York; Henry Kronsbein, St. Louis; C. R. 


Brust, Los Angeles, and E. B. Houghton, 
Rochester, N. Y. 

Leon Alexander of Brooklyn, N. Y., was 
elected new president of the Leaders’ Club of 
the Guardian Life. He succeeds Max Rein- 
both of New York. Other officers elected 
were: Leo D. Landau, New York, first vice- 
president; R. G. Flamm, Cincinnati, second 
vice-president; vice-presidents at large, Paul 
Alexander, Brooklyn, eastern district; Sidney 
J. Brown, Jacksonville, Fla., southern and 
southwestern; George Hoffman, Chicago, cen- 
tral, and George Leisander, San Francisco, 
northwestern, mountain and Pacific districts. 


At the annual banquet Vice-president Han- 
sen was surprised completely when he was pre- 
sented with a leather portfolio containing 500 
applications for $3,000,000 of insurance, which 
had been written since August 1. 


National Life of U. S. A. 60 Years Old in 
1928 


Cuicaoo, Itt., August 15.—The National Life 
of the U. S. A. of Chicago already has begun 
planning the celebration to commemorate its 
sixtieth anniversary which will be observed next 
year. The company is arranging a huge con- 
vention for its field force in Washington, D. C. 
The company was organized under a charter 
granted by the United States Congress in 1868. 

Three regional conventions will be held this 
Fall to which the entire field force will be in- 
vited. One will be held in the South, another 
in the Middle West and the third on the Pacific 
coast. The members of the company’s $100,- 
000 Club will have all of their expenses paid, 
while those not qualifying for it will be in- 
vited and if they pay their own transportation 
will be guests of the company while in the 
convention cities. The first of these conventions 
probably will be August 25, the place to be an- 
nounced later. 

The Mayflower hotel will be headquarters for 
the convention at Washington, for which a 
minimum average of $3000 weekly has been set 
as qualification. 


Western & Southern Life Men Meet 

St. Louis, Mo., Aug. 15.—The Superin- 
tendents Association of the St. Louis offices of 
the Western and Southern Life Insurance Com- 
pany held its annual picnic at Forest Park High- 
lands, St. Louis, last Friday. Superintendents 
from East St. Louis, Granite City and Peoria, 
Ill., and also Superintendent of Agencies E. J. 
Taylor, of Cincinnati, attended the gathering. 


Death of Alfred Clover 


Cuicaco, Itt., Aug. 16—Alfred Clover, who 
for several years was president of the Public 
Life Insurance Company, which he founded, 
died here Saturday at a health resort. Mr. 
Clover was the storm center of the company for 
a long time, and after he retired from the com- 
pany he suffered a breakdown, resulting in an 
affected heart. 
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WILL ASSUME POLICIES 





Mississippi Valley Life’s Reinsurance 
Contract 





$6,000,000 OF COVERAGE INVOLVED 





Treaty With Western Life To Be Effective 
on August 20 

St. Louis, Mo., Aug. 15—J. D. DeBucha- 
nanne, president of the Mississippi Valley Life 
Insurance Company, Title Guaranty Building, 
St. Louis, Mo., has announced that, effective 
on August 20, his company will assume the 
policies of the Western Life Insurance Com- 
pany of Chicago, which will be liquidated by 
the Illinois Department of Trade and Com- 
merce. 

President DeBuchananne said that policy- 
holders of the Western Life wiil be offered a 
5-year renewal term policy with the Mississippi 
Valley Life and at the end of the five-year 
period will be permitted to exchange such poli- 
cies for any forms written by the Mississippi 
Valley Life, paying premiums on the basis of 
their attained age. 

Any policyholders of the Western Life who 
do not desire to be reinsured by the Mississippi 
Valley Life will be treated on the same basis 
as other creditors of the Western Life when 
that company is finally liquidated by the IIli- 
nois department. 

The stockholders of both the Mississippi Val- 
ley Life and the Western Life are said to have 
approved the reinsurance contract, which has 
also received the approval of the Illinois insur- 
ance authorities. 

It is anticipated that approximately $6,000,000 
of insurance will be placed with the Mississippi 
Valley Life under the reinsurance contract. 
This will give the company a total of approxi- 
mately $7,500,000 of insurance in force. It 
operates in Illinois, Texas, New Mexico and 
Ohio and has applied for a Missouri license. 

The Mississippi Valley Life, under the terms 
of the reinsurance contract, merely assumes the 
policy obligations of the Western Life pro- 
vided the policyholders will accept the 5-year 
term policies. It does not take over any other 
liabilities of the Western Life. 


The Mississippi Valley Life was formerly the 
Kaskaskia Life of Shelbyville, Ill, and re- 
cently moved its home offices to St. Louis, but 
retains its Illinois charter. 


R. B. Ennis a Director of the Eureka- 
Maryland 


At a recent meeting of the board of directors 
of the Eureka-Maryland Assurance Corpora- 
tion, Baltimore, Robert B. Ennis was elected a 
member. 

Mr. Ennis is one of the successful men of 
Baltimore, and is very prominent in its social, 
political and commercial life. His election adds 
further strength to the Eureka-Maryland board, 
which already includes a number of leaders in 
Baltimore business. Mr. Ennis is president of 
the board of election supervisors of Baltimore, 
and is a director of the Sun Mortgage Company. 
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IX applying his yardstick to the ideal 
connection for a man in the life in- 
surance business, Tom Wise considers 
the importance of a clear-cut, definite 
plan. 

First, there must be the fundamental 
plan according to which the company 
itself is building. Next, there must 
be a workable plan, offered out of the 
company’s wisdom and _ experience, 
which the agent can whole-heartedly 
adopt. It should be a plan which will 
go into his field with the agent, develop 
prospects for him, provide financial 
backing for him, insure for him the co- 
operation of strong interests in his com- 
munity, relieve him of office detail, and 
assure future independence and security 
Tom Wise believes he is justified in de- 
manding such a plan, because he knows 
that successful businesses are no more 


Tome Wise knows 
sound structure 
is built in orderly accord: 
ance with a definite. . . 


the result of accident than are success- 
ful buildings. 

Every detail of a skyscraper, Wise re- 
flects was first created in the mind of 
the architect. These details were 
drawn with mathematical exactness on 
paper. Then the building went up 
in accordance with the dreams and 
drawings of the architect and under his 
zealous supervision. 

Tom Wise knows that a single stone 
out of place undermines the strength 
of a skyscraper and that one small flaw 
can demoralize an institution. 

He demands that the company with 
which he unites shall be rooted securely 
in integrity; that it shall be forfeited 
by ribs of steel; that its plan for itself 
and its agents shall be practical in con- 
ception, conscientious in development, 
and thorough in realization. 


INTER-SOUTHERN LIFE INSURANCE CO. 


CAREY G. ARNETT, President 


Capital, Surplus and Reserve for the Protection of Policyholders - - 


Home Offices, Louisville, Ky. 
$13,563,462.03 
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REQUESTS INFORMATION 


New York Superintendent Asks Data 
on Expense Limitation 








LAW AMENDMENTS PENDING 





Answers Will Be Based on 1926 Ordinary 
and Group Records 

Life insurance companies are in receipt oi 
a letter from James A. Beha, New York Super- 
intendent of Insurance, requesting information 
for use in the preparation of possible recom- 
mendations for the amendment of Section 97 
of the New York Insurance Law. ‘This sec- 
tion deals with the limitation of expenses of 
life companies and has been a subject for dis- 
cussion among actuaries for some time. There 
is a growing sentiment in favor of a change in 
these laws, which have not been amended for 
several years. Detailed information based on 
the 1926 records for ordinary and group poli- 
cies, both separately and in combination, has 
been requested by the department to aid them 
in the investigation. 

The items on which information is sought by 
Mr. Beha include: 


Commissions on first year’s premiums; com- 
pensation not paid by commission for services 
in obtaining new insurance; salaries and ex- 
penses made or incurred in agencies, branch of- 
fices and other local offices, but exéluding sala- 
ries and expenses of local salaried agency super- 
visors; salaries and expenses of persons, if any, 
on the home office payroll who are regularly 
employed in traveling in the field, in supervis- 
ing agencies or assisting agencies to write new 
business ; salaries and expenses of local salaried 
agency supervisors; first year’s premiums; re- 
newal premiums; expenses of medical exam- 
nations and inspections of proposed risks; gross 
advances to agents; net advances to agents; ex- 
penses of advertising, printing, stationery, post- 
age, telegraph, telephone and express; first year 
expense margins calculated in accordance with 
the present provisions of section 97; first year 
expenses subject to the present limitations of 
section 97; total expense margins calculated in 
accordance with the present provisions of sec- 
tion 97; total expenses subject to the present 
limitations of section 97; amount of insurance 
in force December 31, 1926; amount of insur- 
ance in force December 31, 1926, according to 
plans of insurance, and amount of insurance 
issued and paid for during 1926, according io 
plans of insurance. 


Sun Life Producers to Meet in Montreal 

The annual convention of the leading pro- 
ducers of the Sun Life Assurance Company of 
Canada, Montreal, from all parts of the United 
States and Canada will meet at Mackinac 
Island on September 5. 

During the week of their stay a number of 
important addresses will be given, and an in- 
teresting discussion on the part life insurance 
plays in the community will take place. 


New Book on Insurance Trusts 


_ A new book on “Insurance Trusts” and bear- 
ing that title has just been completed and pub- 
lished by the author, C. Alison Scully. The 
subject of life insurance trusts has become a 
subject of paramount interest with life insur- 
ance men, attorneys, trust officers of banks and 
trust companies, as well as policyholders. The 
new volume goes into all angles of insurance 


-- 


trusts, giving its reader ready and digested in- 
formation about this new type of. insurance. 
The author has taken pains to discuss trust in- 
surance so that it will be interesting informa- 
tion to every man no matter what his field of 
endeavor. Such are some of the chapter heads: 
Funded and Unfunded Trusts; Advantages of 
the Insurance Trusts; Mutual Interests of In- 
surance Company and Trustee; Legal Aspects 
of the Insurance Trust; Matters Requiring At- 
tention of Lawyer and Insurance Underwriter 
After the Trust Agreement Has Been Exe- 
cuted; The Insurance Trust and Its Effect on 
Taxes; and Specimen Form of Insurance Trust 
Agreements. The book also contains specimen 
forms for the unfunded insurance trust revoc- 
able, and the funded insurance trust, irrevoc- 
able. Rules applying to insurance trusts are 
fully discussed, and the validity of trusts and 
the points to be covered in the trust agreement 
are detailed. 

The book may be had for the price of $3 and 
is sold by The Spectator Company.—The 
Weekly Underwriter. 


Life Underwriters to Conduct Managers’ 
School at Memphis 

Boston, Mass., Aug. 16.—The school for 
managers and general agents, which is to be a 
feature of the preliminary program of the con- 
vention of the National Association of Life 
Underwriters at Memphis will be held on Mon- 
day and Tuesday, October 10 and 11, in suitable 
quarters in the Hotel Peabody. John Marshail 
Holcombe, Jr., who will direct the school, wiil 
be assisted by speakers whose names will be 
announced later. This is an entirely new fea- 
ture of the conventions of the National Asso- 
ciation and an added attraction to this particu- 
lar one 

Mr. Holcombe is ready to receive registra- 
tions at once in order to take advantage of an 
arrangement made through the combined in- 
terests of the Life Insurance Research Bureau, 
of which Mr. Holcombe is manager, and the 
officers of the Association. 


J. G. Ferguson Made Manager of Accident 
and Health for Continental Life 

Sr. Louts, Mo., August 16.—The Continental 
Life Insurance Company of St. Louis, Mo., 
has announced the appointment of Jim G. Fer- 
guson as manager of its accident and health de- 
partment. 

Mr. Ferguson, who for the past several 
months had been assistant manager of the ac- 
cident and health department of the Continen- 
tal, fills the vacancy caused by the recent resig- 
nation of B. H. Manning. 

The new accident and health department maz- 
ager has been with the Continental Life for 
more than two years. Prior to being brought 
to the home office the past spring he served as 
general agent for the company at Little Rock, 
Ark., for two years. 

Under the direction of Mr. Manning the Con- 
tinental made great strides in the accident and 
health field and has built up an excellent vol- 
ume of business in that department. 


C. H. Smith, Jr., Gets Shenandoah Life 

Charles E. Ward, agency manager of the 
Shenandoah Life Insurance Company of Roa- 
noke, has announced the appointment of C. H. 
Smith, Jr. 
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ANNUAL CONVENTION 


Columbus Mutual Life Agents to 
Meet at Cedar Point 








DATES ARE AUGUST 24, 25 AND 26 





Banquet on Second Night—Program In- 
cludes Prominent Speakers 

The annual agency convention of the Colum- 
bus Mutual Life Insurance Company, Columbus, 
Ohio, will be held at Cedar Point, Sandusky, 
on August 24, 25 and 26, according to an an- 
nouncement by President C. W. Brandon. The 
chief topics up for discussion will be those 
which deal with agency problems both in the 
field and during contact with the home office. 
In addition, subjects to be considered are “Par- 
ticipating Annual Dividend Insurance,” “Un- 
restricted Territory,” “Automatic Promotion,” 
and “Absolutely Vested Renewals.” 

The banquet will be held on Thursday even- 
ing, August 25, with E. E. Besser, Jr., as toast- 
master and a scheduled address by Thurman 
Miller. The completed program is as follows: 


WEDNESDAY AFTERNOON 
George J. Abdella, president of the convention; 
A. G. Biggins, presiding. 
Professional and. Non-Professional Selling, 
Charles E. Scott. 
Why?, L. G. Purmort. 
The Gold in the Golden Rule Contract, Henry 
A. Sprow. : 
“Quiz” conducted by L. E. Bilyou. 


Tuurspay MorNING 
Harry C. Pitz, presiding. 

Conservation of Business, J. C. Deloney, con- 
servation manager, home office. 

Men Who Hung On, Harry C. McNamer. 

Selling, L. Edward Thompson. 

The Company and the Agent’s Contract, R. 
P. Thelen. 

Paying Premiums Noah G. 
Spangler. 


in Advance, 


TuHursDAY AFTERNOON 

E. A. Newark, presiding. 

Address, Hon. W. C. Safford, Superintendent 
of Insurance, State of Ohio. 

Address, Charles Dobbs, Insurance Field. 
The Widow’s Cruse, Harry C. McNamer. 
Income Insurance, Charles F. Sprague. 
Income Insurance, Edward D. Smith. 


FripAy MorNING 
J. Glenn ‘Hill, presiding. 

Some Suggestions, Thomas E. Berry. 

If I Should Die Tonight, George A. Fer- 
guson. ( 

Unrestricted Territory, O. M. McGee. 

Requisites for Success, E. W. Christy. ; 

Retirement Annuities, D. E. Ball, vice-presi- 
dent and secretary, home office. 


Fripay AFTERNOON 
Ralph K. Raudabaugh, presiding. 

Statements, David Fischer. 

The Columbus Mutual Life, 
Shirer. 

Why the Columbus Mutual Life?, H. A. 
Behrendt. 

Practical Sales Demonstration, E. R. Kuck, 
agent, prospect to be selected. 

Presentation of “Hobby” Cup, C. W. Bran- 
don, president, home office. 


Rev. J. A. 
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—itis because our repre- 
sentatives bank locally 
and we make our invest- 
ments in the territory 
we serve. We are an in- 
tegral part of your town 
and community. 


Write for our Co-oper- 
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HOW IMPORTANT 
ARE CHILDREN? 


To parents, they are the most important thing in the world. 
Sacrifices are made and hardships endured in order that chil- 
dren may have a better chance. 


The Juvenile Policy gives the Lincoln National Life repre- 
sentatives a most effective approach. The interview is started 
on an auspicious basis, for he enters through the “open door” 
of the father’s mind. 


The Lincoln National Life Juvenile Policy is written on the 
lives of children, ages one day up to 14 years. The Payor 
insurance feature provides for waiver of further premiums in 
event of the death or disability of the father. 


Lincoln National Life representatives gives their results with 
the Juvenile Policy as another reason why it pays to 
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The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE,INI. 
More Than $485,000,000 in Force 

















William Alexander’s Latest Book 


“He who runs may read” William Alex- 
ander’s latest book entitled LirE INSURANCE 
SIMPLY EXPLAINED, for it is clear and simple 
and is only 90 pages in length. 

Business men are busy men, but they 
ought to know something about the most 
important of industries even if they have no 
intention of securing the protection that life 
insurance offers. 


This little book is designed— 
1. For busy men. 
2. For the instruction of new agents. 


3. For successful agents to hand to impor- 
tant clients. 


4. For schools and insurance classes. 
ORDER YOUR COPY NOW! 
Price, per copy, cloth binding, $1 
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BANKERS LIFE EXAMINATION 
Report Shows Company’s Accounts to Be 
in Good Order 
A recently completed report of an examina- 
tion of the Bankers Life Company, of Des 
Moines, Iowa, indicates that that company has 
maintained its affairs in excellent condition 
and the results of the examination, which was 
as of December 31, 1926, show no important 
variations from the annual report of the com- 
pany of same date. The report was prepared 
by examiners representing the States of Iowa, 
Illinois, Kansas, Nebraska, South Dakota and 

Tennessee. 
In commenting upon the company’s treatment 
of death claims the report says: 


DeatTH CLAIMS 

An investigation of all death claims paid dur- 
ing 1925 and 1926 which were compromised, re- 
duced on account of age discrepancy or were 
delayed in payment, or where the full face of 
the policy or certificates was not paid in full 
was made. 

No compromised or scaled claim settlements 
were found that were not fully justified. 

Numerous other claims of a regular character 
were inspected and it was found that all settle- 
ments were made in full accord with the con- 
tracts and upon due proof of death of the in- 
sured. 


ASSETS 
The examination states that the company’s 
report for the business of 1925 was carefully 
checked and was found to have been correctly 
completed. The examination shows gross as- 
sets of $91,932,758, and admitted assets of $90,- 








First With American 
Men Table 


On Feb. 1, 1927, we began issuing policies 
and announced new rates based on the 
American Men’s Table. This table is 
admittedly the coming standard in life 
insurance. 


Illinois Bankers Life is in the fore with 
modern insurance development in rates, 
policy forms, agents’ contracts and sales 
helps. Its policies carry liberal paid-up 
and extended insurance and old age cash 
values, together with accident and dis- 
ability benefits and savings features. 


Write for open territory to 
Superintendent of Agents 


Illinois Bankers Life 


Association 


Monmouth 


Illinois 

















unlimited production. 
rights. 





Scranton - Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 
Confidential communication invited from those 


with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








883,693. The surplus is shown as $87,325,312. 

The system of valuing the assessments cer- 
tificates which were. inherited when the com- 
pany was mutualized in 1911, is commended as 
being proper. 


INSURANCE ACCOUNT 

The insurance account shows that the com- 
pany, at the conclusion of 1926, had assessment 
insurance in force amounting to $193,400,000 
and legal reserve insurance to the amount of 
$716,079,363, totaling $909,479,363. 

A check of the various funds maintained for 
the benefit of assessment policyholders was 
made and there is no indication of any dis- 
crepancy in the accounts, which are set forth 
in detail in the examination. 


North American Life Gatherings 

The North American Life, Toronto, is hold- 
ing its two Production Club meetings during 
August and September. The Western Division 
of the Club meets at Jasper Park on August 
17, 18 and 19. The Eastern Division meets at 
St. Andrews-by-the-Sea on September 5, 6 
and 7. 

C. J. Keller, of the Vancouver Agency, was 
successful in writing the largest number of lives 
for the company and will be president for the 
year 1927-1928. J. C. Nattress of Edmonton 
by reason of having written the largest amount 
of business becomes the vice-president. In the 
Eastern Division, G. L. Fischer of Forest, Ont., 
retains the presidency for the second year, while 
F. X. Leblanc of Montreal is the vice-president. 

A large number of the head office staff will 
attend the conventions, among them being W. B. 
Taylor, president; C. E. Flanagan, secretary; 
D. E. Kilgour, actuary; E. J. Harvey, super- 
visor of agencies; H. W. Manning, assistant 
supervisor of agencies; J. A. McCamus, super- 
visor of field service; T. M. Sargant, agency 
auditor. 


Revise Disability Procedure 
Curicaco, Itu., August 16—Two life insur- 
ance companies of Chicago this week an- 
nounced revisions in their total and permanent 
disability procedure, the most important innova- 
tions being the introduction of the ninety-day 
clause. 
The companies are the Central Life of IIli- 
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nois and the Great Northern Life. Each com- 
pany authorized the use of the clause which 
presumes total disability when proofs are re- 
ceived at the end of ninety days. 


Opinions and Facts 


Since the radio was first used over two years 
ago for broadcasting advertising messages, hap- 
hazard opinions, impossible claims, and broad 
speculations have been conjectured as to its 
actual utility. But gradually facts have devel- 
oped. 

A report just published by the Policyholders 
Service Bureau of the Metropolitan Life In- 
surance Company has gathered these facts, 
which deal with the actual experiences of ad- 
vertisers, and which consider opinions from 
experience, facts about radio circulation, limita- 
tions of radio advertising, where radio stands 
out, and the cost of good will through radio. 

The survey indicates that at least some of the 
radio advertisers are getting very definite re- 
sults, and that comparatively few who have 
given radio advertising a fair trial have dropped 
it. The conclusion is reached, in this report, 
that while radio advertising is not a major me- 
dium, it is an excellent support, and for those 
concerns whose reputations are already well- 
known and established, it is, when judiciously 
used, a valuable builder of good will. 

















Stephen M. Babbit 
President 
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INSURANCE Co. 
AMERICA 


AGENTS WANTED WHERE NOT NOW REPRESENTED 


FIRE AUTOMOBILE TORNADO 
OCEAN MARINE TOURIST EXPLOSION 
INLAND MARINE SPRINGLER LEAKAGE EARTHQUAKE 


RIOT AND CIVIL COMMOTION 





Incorporated in New York State 1891, Capital $3,000,000 


Total Assets Jan. 1, 1927 - - - - - $21,398,020 
Liabilities - - - - - - ” 14,242,434 
Net Surplus - - - . - - - 7,155,586 


if » - = 10,155,586 


Surplus to Policyholders 


Head Office and Eastern Department 
150 WILLIAM STREET, NEW YORK CITY 


Western Dept. Southern Dept. Pacific Coast Dept. Marine Dept. Cuban Dept. 
F. P. Hamilton, Mgr. S. Y. Tupper, Mer. H. R. Burke, Mgr. John E. Hoffman, Mgr. Trust Co. of Cuba 
CHICAGO ATLANTA SAN FRANCISCO NEW YORK HAVANA 
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FIRE INSURANCE 





ATTACKS COMPANIES 





Former. Wisconsin Commissioner 
Rails Against “Insurance Lobby” 





STATE TAX LAW INVOLVED 





Ex-Solon Believes Loss of Revenue from 
Companies Will Reach $500,000 in 
1928 

Mapison, Wis., August 15—The change in 
insurance companies’ taxation effected at the 
present session of the legislature will mean a 
loss in revenue to the State in 1928 of about 
a half million dollars with the loss in tax money 
to amount to at least $1,000,000 a year by 1932, 
W. Stanley Smith, former State Insurance 
Commissioner, declared in a statement here. 

“Is this the explanation of the alleged inabil- 
ity of the great State of Wisconsin to pay its 
share of the pensions for mothers or to build 
a safe place to confine and educate the wayward 
girls of the State?” Mr. Smith asks. 

The statement from Mr. Smith came in the 
form of a letter to Senator W. L. Smith, 
Neillsville, chairman of the joint legislative- 
finance committee. 

“The all-powerful insurance lobby, working 
in close co-operation with its powerful ally, the 
public utility lobby, has again demonstrated its 
ability to block all legislation in behalf of the 
insuring public and to procure the enactment 
of special legislation in favor of its own self- 
ish interests,’ Mr. Smith said, and continued: 


At the command of this insurance lobby, 
working behind a cloak borrowed from the sup- 
posedly progressive attorney-general of 1925, 
the 1925 Wisconsin Legislature killed bill 175-S 
prepared and sponsored by the insurance de- 
partment after many months of hard, sincere 
and painstaking effort, in an attempt to revise 
and codify the insurance laws of this State to 
more effectively supervise and regulate in be- 
half of the insuring public, the great and grow- 
ing insurance business which has become one 
of the greatest wonders of the business world. 

Emboldened by their success with the 1925 
legislature to prevent real and honest super- 
vision and regulation of their business (which 
has all the ear-marks of a public utility), the 
aces of the insurance lobby have camped under 
the shadow of the capitol dome during. the 
entire 1927 session of the legislature and the 
legislative hopper has been flooded with insur- 
ance measures, very few of which were in be- 
half of the insuring public and those few, with 
minor exceptions, ordered killed. 

A striking example of this lobby’s: smooth- 
ness and effectiveness is chapter 411, laws of 
1927, approved by the governor on July 20 and 
published July 22. By this law the then exist- 
ing method of taxing both foreign and domestic 
life insurance companies is drastically changed. 

The lobby speciously represented that only 
a re-adjustment of taxes between foreign and 
domestic companies would result without loss 
ot revenue to the State. I estimate, however, 


that there will be a loss of revenue to the State 
of approximately $500,000 for the year 1928, 
based on the estimated business for 1927, and 
that this loss will increase yearly for the next 





succeeding four years by approximately $125,- 
000. This estimate is based on the plain com- 
mon sense reading of the law and is conserva- 
tive. 

“In each of the years, 1924, 1925 and 1926, as 
State fire marshal I made written special re- 
ports to the board of control and to the gov- 
ernor on the extremely dangerous condition, 
from a fire hazard standpoint, of the building 
in Milwaukee housing the Industrial School 
yor Girls,” Mr. Smith adds in pointing out the 
need of State revenue. 





Agents’ Convention 

(Concluded from page 3) 
operation to the end that the meeting will be 
a complete success and the stay of the delegates 
and their ladies made as pleasant and enjoyable 
as possible. It will also be the aim of the 
local exchange to advertise the State’s re- 
sources and the industrial development of New 
Orleans. Elaborate exhibits setting forth what 
Louisiana has and what New Orleans makes 
will be installed by the New Orleans Exchange 
in the lobby of the Roosevelt, which is desig- 
nated as convention headquarters. The insur- 
ance agents here are deeply interested in the 
development of the city and State and will 
take advantage of a splendid opportunity to 
effectively advertise just exactly what we have. 
We will be assisted in this by the conservation 
commission and various organizations that are 
giving attention to advertising the State as a 
whole.” 

The New Orleans gathering of the National 
Association will be presided over by Frank L. 
Gardner, of Poughkeepsie, N. Y. Other na- 
tional officers are: W. E. Harrington, of At- 
lanta, chairman of the executive committee, and 
Walter H. Bennett, of New York city, secre- 
tary-treasurer. 


Hail Losses Not Great, Despite Frequency 

Des Mornes, Ia., August 16.—Hail insur- 
ance adjusters aver that there have been more 
communities visited by destructive hail storms 
this season than for many years. The only 
consolation is in the fact that no very large 
area was covered at a single visitation. 

Hail insurance men claim that as bad as hail 
storms have been the compartively small 
acreage covered when the frequency is taken 
into account will not make the aggregate loss 
as great as in some recent years. 


Crum & Forster Get Large Interest in 
Westchester and Delaware 

Crum & Forster have made a long-term con- 
tract with the Westchester Fire and its subsi- 
diary, the Delaware, and have acquired a large 
interest in the two companies. It is probable 
that the assets of the Delaware will be increased 
and its field extended. The companies will 
continue to be operated jointly. 
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AGENTS’ QUALIFICATION 


Michigan Adopts New Form of 
Licensing 








APPLICATION BLANK AND QUESTION- 
NAIRE COMBINED 
Department Expect to Obtain Information 
on Motives of Representatives 

Lansinc, Micn., Aug. 15.—Profiting from 
experience gained during the use of a question- 
naire system for the past several years, the 
Michigan department has worked out a new 
form of combination application blank and 
questionnaire which is to be utilized in the 
future in licensing agents. 

While department officials and leading agents 
have frequently praised the results obtained 
through use of the old questionnaire which, it 
is admitted, exercised a selective tendency and 
usually excluded objectionable applicants, it 
was also felt that improvements could be made 
in the character of questions and their phras- 
ing and that the whole form could be simpli- 
fied and at the same time made more effective. 
With these ideas in mind, officials of the de- 
partment went about perfecting the form and 
agents who have seen the new combination 
blank believe that they have eminently suc- 
ceeded and that improved results will be noted 
from its adoption. 

The department’s spirit of co-operation with 
the Michigan Association of Insurance Agents 
in making an effort to keep certificates of au- 
thority from undesirables has frequently been 
lauded by Association members and it is pointed 
out that the State has, for this reason, main- 
tained unusually high agency standards. It is 
believed, also, that the department’s attitude has 
had a beneficial effect in reducing to a mini- 
mum the amount of friction between the State 
supervisory bureau and the agents through cut- 
ting down the number of “troublesome” under- 
writers. 

Through the new combination form, the de- 
partment expects to obtain fuller information as 
to the motives back of the would-be agent’s 
application. It has been found in the past that 
many persons have obtained licenses merely for 
the purpose of insuring their own property or 
that of relatives or employers, thus obtaining 
advantages of cut-rate insurance without the 
danger of openly violating anti-rebating laws. 
Applicants must also have a working knowledge 
of insurance practices and insurance laws if 
they are to make a respectable showing in fill- 
ing out the new blanks. : 





New York Insurance Society’s Dinner 

The annual dinner of the Insurance Society 
of New York will be held at the Hotel Astor 
in that city on Monday, October 24. 
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Before the Storm 


cou summer days hold a warning 
to the experienced eyes of our agents. 
Like the captain on his bridge, they are 
preparing in advance for the havoc that 
is to swoop out of smiling skies. 


When the equinoxal storms come, the 
winds will inflict terrible damage over all 
the country—destroy villages, level homes, 
uproot trees, cause untold loss in many 
ways. But clients of this company will be 
ready. Under the guidance of our agents 
their property will be amply protected by 


Tornado and Windstorm Insurance. 


During the summer calm before the wind- 
storm season, the agents of this company 
are telling their clients about the coming 
hazards and selling many windstorm 
policies. In charting their business to cap- 
italize on the vital need for windstorm 
protection at this time, they are steering 
a straight course to bigger profits. 
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FIRE INSURANCE COURSE 


Sunderlin’s Lecture Series Is Being 
Printed 








AUTHORITATIVE INSTRUCTION FOR 
STUDENTS OF THE BUSINESS 





Seven of the Lectures Now Ready—Course 
Will Cover Every Phase 

Fire insurance agents, brokers, general agents 
and company men have long felt the need of a 
series of instructions in fire insurance which 
would comprehensively cover the entire field. 
The Spectator Company, realizing this need, has 
arranged to present Sunderlin’s Lectures, deal- 
ing with every aspect of fire insurance selling 
and including a series of forty printed lectures, 
to the fire insurance world. Seven of these 
lectures, Nos. I, II, III, IV, IX, XIII and 
XXXIV are now ready for those in the busi- 
ness and the others are being printed at short 
intervals. 

The Sunderlin Lectures are by Charles A. 
Sunderlin, A.B., LL.B., of the Los Angeles 
Bar. Mr. Sunderlin is secretary and general 
counsel of the Insurance Institute of Southern 
California, and his lectures are clear, concise 
and absolutely authoritative. The expository 
statements in the series of lectures are sup- 
ported by generous references to State and 
Federal Court decisions. The appeal of the 
Sunderlin Lectures is to the fire insurance fra- 
ternity, naturally, but they entirely fill the need 
for instruction and education from four stand- 
points, namely, the company, the agent, the in- 
sured and the public. 


Fire INSURANCE CONTRACT 

The first two lectures Nos. I and II, deal 
with the fire insurance contract in general tak- 
ing up (1) the protection the insured desires; 
(2) the business for which the insured is seek- 
ing and is organized to perform; (3) the profit 
of those engaged in the insurance business as a 
reasonable compensation for the service given. 

The nature of the fire insurance contract is 
discussed and its essential ingredients, dis- 
tinguishing those which belong in the field of 
insurance and those which do not, are given. 


Pusiic RELATIONS 

Lecture No. III covers the whole topic of 
Public Relations from the standpoint of the 
student of the business, and points out the 
necessity for understanding the national char- 
acter of the institution of fire insurance. The 
relation of the company to the public is gone 
into, and the nature of premiums as trust funds 
for policyholders is described. 


STATE REGULATION 

Lecture No. IV gives a complete resumé of 
the police power of States over the fire insur- 
ance business and the many ramifications that 
enter into its exercise. The reasons why Fed- 
eral control of the business has been denied 
and State control is admitted are clearly out- 
lined together with the considerations these 
questions: invoke in the minds of the men 
engaged in fire insurance as well as in the mind 
of the public. 


OPERATION OF THE CONTRACT 

Lecture No. IX instructs the company repre- 
sentative in the legal interpretation of the pol- 
icy contract, its separate riders, forms, clauses 
and endorsements so that he will have a proper 
appreciation of how best to serve the public in 
this respect and so increase his own earning 
power. The bearing the policy clauses have on 
the insured following a loss is thoroughly ex- 
plained and the importance of the contract’s 
methods of business is clearly brought out. 


PREMIUMS 


Lecture No. XIII, headed “premiums” deals 
with the nature and aspect of fire insurance pre- 
miums, what they pay for, the protection they 
are the means of constituting, their adequacy, 
etc. When and how assureds and estates are 
chargeable with insurance premiums is set forth 
and legal references are adduced to prove the 
various points made in the lecture. Mortgage 
clauses, the liability of mortgagees for pre- 
miums and many other phases of the premium 
payment are thoroughly gone into so that the 
reader cannot avoid an accurate knowledge of 
the subject. 


MortTGAGEE INTERESTS 

Lecture No. XXXIV covers the subject of 
“mortgagee interests’ and explains blanket 
agreements, insurable interests, the part of the 
mortgagor, that of the mortgagee, assignments 
of mortgagor to mortgagee, assignees and how 
they are affected by voidance of the policy and 
all related problems. The standard mortgage 
clause is described and the specimen form is 
given for the clearer guidance of the reader. 
False statements of titles are covered and the 
entire lecture is so worded that a perusal and 
study of it will give the fire insurance man a 
full conception of the heading and all that it 
implies. 

The Sunderlin Lectures on Fire Insurance 
include forty pamphlets on as many different 
phases of the business and orders for them 
should be sent to The Spectator Company. The 
price of the full set of lectures is $30, and any 
one lecture in the course may be obtained at 
the slight cost of $1. 


Conditions Good in Iowa 

Des Morngs, Ia., August 16.—Field men who 
have made their first visitation among fire 
agents scattered over the State since the com- 
pletion of harvest, report an optimistic feeling 
prevalent because of the good yield of grain 
and the favorable prices offered. Farmers are 
especially cheerful over the outlook and that 
means that merchants are likewise high spirited. 
Farmers are not in a hurry to sell their oats, 
rye and barley until they are assured of a corn 
crop. Many of them have last year’s corn in 
crib and even though a dollar a bushel is now 
offered at country elevators but few sales have 
been made because of the backward condition 
of the growing crop. A recent survey of the 
State by crop experts indicates that there will 
be a shortage of 100,000,000 bushels of corn un- 
der last year’s yield. 
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CHICAGO COMMISSIONS 
Situation at a Standstill in Windy City 
Cuicaco, Itt., Aug. 12—The Commission 

situation in Chicago has reached a virtual im- 
passe following the defeat of the “Palmer Plan” 
at the recent meeting of the Chicago Board of 
Underwriters. The matter has been placed 
squarely upon the companies, and the large 
cities’ committee of The Union has held several 
meetings, but it was made plain that nothing 
will be decided until the annual meetings of The 
Union and the Western Insurance Bureau in 
October. 

It also was pointed out that the companies 
would not do anything until the matter could 
be threshed out with a committee from the Class 
I members, but this will be impossible because 
August Torpe, Jr., president of the Board, has 
left town for a month, and no committee was 
appointed. 

Steps to solve the problem will probably be 
taken early in September, but it was made clear 
that the companies would oppose any move that 
would bring their Class II business under the 
control of the Class I agents. It also was made 
clear by other managers that there would not 
be much chance for a solution unless there is a 
willingness of all concerned to reach an agree- 
ment upon the entire commission and brokerage 
business and not limit the agreement to Class II 
and brokerage. 1 


Committees for Advertising Conference 
Program 

The committees in charge of the program for 
the coming convention of the Insurance Ad- 
vertising Conference, which will be held at the 
new Stevens hotel, Chicago, on October 17 and 
18, are now at work on speakers and topics. 

The committee in charge of arrangements 
is composed of John Hall Woods, Great North- 
ern Life; H. V. Chapman, Ohio Farmers; J. 
H. Castle Graham, London Life; Bert N. Mills, 
Bankers Life, and C. E. Rickerd, Standard Ac- 
cident. The publicity committee is headed by 
Chauncey S. S. Miller, North British and Mer- 
cantile, and includes Sidney C. Doolittle, Fidel- 
ity and Deposit, and Nelson A. White, Provi- 
dent Mutual Life. 


Kansas Fire Record Better 

Calling attention to the fact that the fire 
losses of the State dropped from $343,127 in 
July, 1926, to $161,076 last month, State Fire 
Marshal W. A. Elstun, of Kansas, emphasizes 
the statements that the people “see the folly of 
carelessness and indifference to the fire hazard” 
and that “fire prevention is an outstanding issue 
in Kansas.” 

He further points out that, beginning in Sep- 
tember, fire prevention will be taught in every 
grade school in the State. That fire prevention 
is reflected in the homes, where the parents and 
children discuss the hazards that cause fires, is 
evidenced, Mr. Elstun says, by the fact that in 
July, 1926, there were 89 dwellings burned, 
with a loss of $97,373; while last month only 52 
dwellings were destroyed by fire, with a loss of 
$32,878; in other words, there were 37 less 
homes destroyed by fire last month than in July, 
1926, with a reduction in losses of $64,495. 
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EIGHTEENTH-CENTURY ENGRAVER AT WORK 
FROM MARIETTE, PHERRES GRAVEES 


TAN MUSE 


Sa suramne < rey i a 


Covering All Risks in All Situations, except Denting, 
Wear and War Risks 


FE 1% MINIMUM PREMIUM $5.00. 


A. F. SHAW & COMPANY 


75 Maiden Lane Insurance Exchange 
New York City : , Chicago, Ill. 
General Agents - ‘All Risks” Department 
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They’ve Got the Goods 


A commercial salesman with hundreds of 
items in his line, offers possibly only one to 
this customer, and a certain few to another, 
according to his knowledge of what will ap- 
peal. But it takes all of them to arouse the 
interest of all his customers. He must have 
the goods. 


A Peoria Life agent has the goods; partici- 
pating and non-participating policy contracts: 
double indemnity and income disability bene. 
fits, special policies for children, and insurance 
for women on equal terms with men; all the 
staple plans, plus others with distinctively at- 
tractive Peoria Life features. 





He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


Peoria Life Insurance Company 


Peoria, Illinois 














TEXT BOOKS 
FOR ACTUARIAL STUDENTS 


Published by Charles and 
Edwin Layton, of England 


Calculus and Probability for Actuarial Students 


By A. Henry, F. I. A. Price $5.50 
A Text Book of the Institute of Actuaries designed to supply 
the student with the ground-work of an Actuarial education. 


Life Contingencies 


By E. F. Spurcgon, F. I. A. Price $13.00 

This volume deals exclusively with the theory of Actuarial 
Science, and in this respect supersedes the Institute of Actu- 
aries Text Book, Part II, by George King, F. I. A. 


The Insurance Guide and Handbook 


Edited by REGINALD C. Stmmonps, F. I. A., and JosEPpH H 
MatTTHEws, F. C. I. I. Price $7.50 
Volume I—LIFE ASSURANCE. 
Being a clear exposition of technical subjects by Insurance 
experts. Sixth edition. 


Frequency-Curves and Correlation 


By W. PAuin ELDERTON, F. I. A Price $4.25 

With Addendum to this Volume (published i in 1917). 

a This work is an Elementary Text-book, giving an account 
offmodern statistical methods, and particularly those associated 
with the name of Professor Karl Pearson, F. R. S. 

It gives a detailed account of the principles of curve-fitting, 
with several numerical examples, and while it contains nearly 
all the proofs leading to the practical results, so that a student 
can follow the subject intelligently, it avoids, as far as pos- 
sible, the more advanced mathematical developments. 

Although the book is primarily intended for actuaries, it 
should also prove useful to statisticians, sociologists and bio- 
metricians, as all actuarial terms are explained for other readers. 


The Theory of the Construction of Tables of 
Mortality, and of Similar Statistical Tables 
in Use by the Actuary 

A course of Lectures by Str GEorRGE Francis Harpy, F. I. A. 

(The late). Price $3.00 
Delivered at the Institute of Actuaries, London, during the 

Session 1904-5. These Lectures deal with the theoretical 

considerations that should govern the selection and treatment 

of such statistics as form the basis of the various tables of mor- 
tality, sickness, secession, marriage, superannuation, etc., 
which are of use to the actuary. 


Stock Exchange Investments in Theory and 
Practice 

By Srr JosEru Burn, F. I. A. Price $5.00 
With chapters on the Constitution and Operations of the 

Bank of England, and the National and Local Debts of the 

United Kingdom. A course of lectures. 


A Short Collection of Actuarial Tzbles 


Price $3.00 
For the use of students. (New Edition with Supplement.) 


A Treatise on Insurance Companies’ Accounts 


Originally written by the late T. B. Spracuz, M.A., LL. D.» 
etc. An ex-President of the Institute of Actuaries, and of 
the Faculty of Actuaries in Scotland. Revised by A. E. 
SPRAGUE, D. Sc., M. A., ete. Price $3.00 
Showing in particular how the Annual Revenue Account 
and Balance Sheet of a company should be drawn up so as to 
be in strict conformity with the Schedules of the Assurance 
Companies Act, 1909. Being a Second Edition of a Treatise 
on Life Assurance Accounts. 


Address orders to 


THE SPECTATOR COMPANY 


Sole Selling Agents 


INSURANCE EXCHANGE 135 WILLIAM STREET 
CHICAGO NEW YORK 
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SUPERINTENDENTS’ 
CONFERENCE 


Canadian Insurance Officials to Meet 
in Quebec 








TENTH ANNUAL GATHERING 
James A. Beha and H. P. Dunham Among 
Speakers on Program 

The Association of Superintendents of Insur- 
ance of the Provinces of Canada, is holding its 
tenth annual conference at the Chateau Fron- 
tenac, Quebec, on Tuesday, Wednesday and 
Thursday, August 30 and 31 and September 1. 

A committee representing the fire, life and 
casualty insurance offices of Canada, has been 
constituted for the purpose of tendering a com- 
plimentary dinner to the members of the Asso- 
ciation, and their distinguished guests the Mon- 
day preceding the conference, in the city of 
Montreal. 

An excellent program has been arranged 
which will include addresses by James A. 
Beha, superintendent of insurance of New 
York, and Howard P. Dunham, insurance com- 
missioner of Connecticut. 

The tickets, popularly priced at $2, in order 
that the attendance may be as large and widely 
representative of the insurance business as pos- 
sible, may now be obtained from any member 
of the committee or upon enquiry at the infor- 
mation desk, Windsor Hotel, upon the day of 
the dinner. 

The Montreal fire companies have arranged 
to entertain the members and guests of the 
Superintendents Association, and out-of-town 
visitors at golf on the Monday afternoon pre- 
ceding the dinner. 

Ladies accompanying members and guests of 
the Association will be entertained at a sepa- 
rate dinner by the committee on the Monday 
evening. 

The committee is composed of T. G. McCon- 
key and H. W. K. Hale, representing life offi- 
ces; Lewis Laing and J. W. Binnie, represent- 
ing fire offices; F. D. Knowles, John Jenkins 
and A. Hurry, representing casualty offices. The 
secretary of the committee is D. L. Young. 


Home of New Orleans Adjustment Com- 
pany Is Called Maritime Building 

J. F. Miazza, president of the New Orleans 
Adjustment Company, New Orleans, announces 
that the name of the building at the corner of 
Carondelet and Common streets, where the 
firm’s offices are located, has been changed from 
the Canal Bank building to the Martime build- 
ing. Change in the name of the structure has 
caused some clients and prospective clients of 
the company to think that the offices themselves 
have been moved to another site. This is not so; 
only the name of the building has been changed. 
The New Orleans Adjustment Company has 
been situated on the ninth floor of what is now 
the Martime building for 32 years. 


National Liberty Moves Indiana Office 

INDIANAPOLIS, INp., August 16.—The State 
office of the National Liberty Fire Insurance 
Company which has been in Winchester, Ind., 


for some time, has been transferred to Indian- 
apolis. John R. Engle of Winchester, who has 
been with the company many years as special 
agent for Indiana, will continue in that capac- 
ity. His son, Robert Engle, also of Winchester, 
will be his father’s assistant and will have direct 
charge of the State office. 


Fire Insurance Premiums in Chicago 

Cuicaco, Itt., August 16—Fire premiums 
collected in Chicago during the fiscal year end- 
ing June 30, as reported to the city tax collect- 
or’s office for tax purposes, are virtually cer- 
tain to exceed the collections of last year. The 
total reported until the close of last week was 
$23,846,681, which is less than $500,000 under 
the total for 1926, and several large companies 
are yet to be heard from. Taxes paid on these 
premiums are in excess of $485,000. 

The newer reports with revisions of former 
reports, follow: 


1927 1926 
Amctign Umidie 06625 teesee Se $54,992 $27,703 
PRM. hac cacewce nee Vacaee une 230,368 214,192 
Bes, Pramkiin. Cede. ccccccccccds See.  seanas 
ee SA eee 9,932 20,413 
pe Te Bo eee eee 24,338 9,065 
pg Ee OSS AE ere 492,310 367,798 
PR Te Wis nn AR ide se sies news 653,154 665,360 
ey ae Se ee err 135,750 56,201 
Lumber, FOMGAl 5s bcewccccsviee 82,010 66,824 
pO eh ne Ree 47,239 46,656 
Mrepcnente, Cle olsen ct cedecec 7,022 6,067 
PEULEPIOEE, Lee levi pasthe cikaes 163,509 211,378 
De ee ee 120,617 136,248 
Wigg, ee UM sick lecocccxsss 144,221 108,130 
Pee EME. DR A os cre ccevces 11,030 10,644 
ORES GAMES csc cadeak oaks 180,262 166,587 
Security, Iowa ....: oe 68,688 66,045 
SARR. COUU? ic vienbecled cas 6 5 72,283 74,362 
Sie PAGES - hice cc cccewtennns 139,076 157,063 
ee ee 52,145 25,435 
YOCMSMIE 6.oc sic. c ses wavsddese< 20,324 55,858 


Transportation Insurance to Have $1,000,- 
000 Capital and Surplus 

The organization papers of the Transporta- 
tion Insurance Company of New York, as filed 
with the New York Insurance Department, 
show that the new venture will have a capital 
stock of $500,000 and the same amount of sur- 
plus fully paid in. The company was organized 
by William H. McGee, Gresham Ennisance, 
George C. Bowers and Harold Jackson. The 
largest stockholders are: William H. McGee, 
William H. McGee & Company and L. A. Nor- 
ton & Company. There were 20,000 shares of 
stock, with a par value of $25, sold at $50 a 
share to 149 different stockholders. 


Barbecue an Entertainment Feature oi 
Blue Goose Meeting 

A most attractive entertainment feature which 
has been in process of arrangement for several 
weeks will take place Thursday, October 27, 
in connection with the Grand Nest meeting of 
the Blue Goose at Dallas, Texas. It will be 
in the form of a barbecue at the farm of 
Gander George Wright, near Dallas. The 
entertainment committee, of which Gander S. 
S. Kennedy is chairman, is in charge of this. 
event. 


Death of Major General Leonard Wood 

Tue SpeEcTATOR extends its sympathy to the 
family of Major General Leonard Wood in the 
recent death of that noted soldier and states- 
man. Leonard Wood, Jr., elder of the general’s 
two sons, was formerly a member of the edi- 
torial staff of this paper. 
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PLANS ADVERTISING CAMPAIGN 
Agents’ Association Develops National 
Publicity for Local Groups 

The executive committee of the National As- 
sociation of Insurance Agents has under con- 
sideration, and in a practically completed state, 
a plan of systematized advertising which is de- 
signed wholly for the use of members in their 
various localities. The central theme behind the 
plan, as it affects the prospect, is “Your Prop- 
erty Protection Is Important.” 

Advertising layout and copy, together with 
suggested cuts, are prepared and the symbol of 
the National Association is employed in all the 
advertisements. The National Association says 
that “Another fact stands out prominently. It 
is that the public appreciates the aims and mo- 
tives that lead men to join and uphold the trade 
association in their field. It respects and has 
confidence in the men who are part of a national 
influence for good.” 

The advertising standard of the layout used 
will be permanent, and the foundation at the 
bottom of the space is a sketched series, show- 
ing the service rendered by agents in protecting 
American business and industry. The emblem 
cut of the National Association carries the slo- 
gan, “Always the Sign of Good Insurance on 
Anything Anywhere.” 


Plans for Fire Prevention Campaign in 
North Dakota 

E. V. Neuberger, general chairman of the 
fire prevention campaign to be conducted by 
the North Dakota State Fire Prevention Asso- 
ciation the week of Oct. 9 to 15, has worked 
out a plan of operation that might well be 
adopted in other States. It is both feasible and 
practical and may serve as a model for outside 
territories to follow. 

Arrangements for dividing the State into six 
districts have been made, each district to be in 
charge of a chairman and two assistants, all 
being members of the State association. Each 
district has been so arranged that it will have 
approximately eighteen towns of a population 
of over 500 each, and about twenty towns of a 
population between 300 and 500 each. In all, 
there are 199 towns that Chairman Neuberger 
anticipates interesting in the campaign. 

A letter, outlining the campaign, will be sent 
the commercial clubs in the various towns of the 
State, favorable replies to which will be referred 
to the district chairman and his assistants for 
attention. Incidentally, the North Dakota As- 
sociation is the first one to set the machinery in 
motion for the observance of the 1927 Fire Pre- 
vention Week. 


Fire Prevention Booth at Missouri State 
Fair 

The Missouri State Fire Prevention Associa- 
tion will have a fire prevention booth in the 
educational building at the State Fair, to be 
held at Sedalia, Aug. 20-27. In addition Harry 
K. (“Smoky”) Rogers, engineer of the fire 
prevention department of the Western Actuarial 
Bureau, will put on his “fire clown” act in the 
community building at the Fair, this feature 
being given a special place on the program be- 
ing arranged. 
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SUNDERLIN’S LECTURES 


ON THE 


FIRE INSURANCE CONTRACT 


By CHARLES A. SUNDERLIN, A. B., LL. B. 


of the Los Angeles Bar 
Secretary and General Counsel of the Insurance Institute of Southern California 


The 40 lectures by Mr. Sunderlin constitute a distinctly valuable contribution to the literature of fire 
insurance, and will be of genuine service to executives; underwriters; adjusters; general, special and local 


agents; insurance brokers, lawyers and the public. 


By studying these lectures, managers, agents, brokers and other students can gain a clearer under- 
standing of the provisions of the fire insurance contract, thus fitting themselves the better for the intelligent 


handling of their business. 


THE SERIES OF 40 LECTURES EMBRACES THE FOLLOWING TITLES: 


The Policy Contract—General 

Insurable Interest 

Public Relations 

State Regulation or The Police Power 

Cooperation and State Supervision 

Fire Insurance Reserve 

Fire Prevention 

Professionalizing the Fire Insurance Business 

Construction and Operation of the Policy- 
Contract 

The Fire Insurance Rate 

Valued Policies 

Agency and Brokerage 

Premiums 

Insurer’s Liability 

Estoppel, Waiver or Ratification 

Property and Hazards Not Covered ~ 

Concealment, Misrepresentations 

Warranties 

Matters Voiding Policy 

Matters Suspending Insurance 


Chattel Mortgage Clause 

Fallen Building Clause 

Negligence 

Cancellation 

Risks and Causes of Losses 

Duty of Insured in Case of Loss 
Ascertainment and Amount of Loss 
Options of the Company in Case of Loss 


‘Apportionment of Loss 


Loss—When Payable—Non-Waiver by Ap- 
praisal or Examination 

Adjustments 

Subrogation 

Standard Average or Co-insurance Clause 

Mortgagee Interests 

Earthquake Clauses 

Use and Occupancy—Profits and Commis- 
sions—Rents and Leaseholds 

Floating, Excess and General Cover Contracts 

Miscellaneous Forms 

Endorsements 

Reinsurance 





2—Insurable Interest 
3—Public Relations 


13—Premiums 
34—-Mortgagee Interests 





LECTURES NOW_READY 
1—The Policy Contract—General 


4—State Regulation or The Police Power 
9—Construction and Operation of The Policy-Contract 








A number of the lectures have already been delivered and printed in pamphlet 
form, and the others are to be delivered at regular and short intervals. 


PRICES 


Single copy of one lecture, $1.00 


Set of 40 lectures, $30.00 


Liberal Discounts Granted Purchasers of Large Supplies of Sets or of Single Lectures 
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Fire Insurance 








Sprinkler Idea a Strong String in Agency’s Bow 


Bluefield, West Virginia, where city officials 
and leading business men staged a public cele- 
bration some time ago after the installation of 
automatic sprinklers in a big furniture store, 
ridding the business district of its worst fire 
menace, was host in June to the State Associa- 
tion of Insurance Agents. 

Most of the addresses which made the annual 
meeting full of interest and inspiration were 
contributed by local agents; but on hand also 
were a number of company officials and spe- 
cial agents who rubbed elbows with everybody 
in casual conversations in the hotel lobby. 

Among the latter was a veteran field man— 
a special agent who has kept his finger on the 
agency pulse for over a quarter of a century. 

“Not forgetting that I am getting along in 
years myself,” he observed to a friendly group, 
“this convention makes me realize more than 
ever that ‘youth must be served’ in the local 
agency business the same as in the fighting 
game. The average age of the agents in at- 
tendance at this meeting is much less than the 
average age of leading agents of a dozen years 
ago. This fits in with my experience in the 
field. No question about it—the premiums are 
drifting away from the oldtimers, and into the 
offices of these younger men. They are so 
aggressive and progressive, and so quick to pick 
up and adopt new ideas, that they are running 
away with the business. ‘Standing pat’ with an 
established agency was all right years ago, but 





A Dependable 
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it doesn’t work against agents who keep on 
adding aces that draw business.” 

This old owl of the special agency ranks was 
not talking through his hat. As a matter of fact, 
he had his hat in his hand (it was hot in Blue- 
field late in June) and most of his companions 
agreed with his observations. 

“That’s right,” one of the latter said. “In my 
own agency I have discovered that the secret 
of getting ahead is to row your boat along 
with the current of new developments. It is 
the easiest way.” 

Others who have been smart enough to 
realize that this is true, and that the insurance 
business doesn’t stand still, have made special 
efforts to keep abreast of the times, both as re- 
gards new coverages, office management, and 
the employment of modern methods as regards 
service to policyholders. The latter make up 
the 15 per cent of local agents in the United 
States whose progressiveness brings into their 
offices 85 per cent of the nation’s fire insur- 
ance premiums. 

One of the chief strings to their sales bow is 
automatic sprinklers. As one of the agents in 
attendance at the West Virginia meeting said: 
“I am second to my father in the ownership 
and operation of our agency; but I am first of 
all the agents in our town to fight for sprinkler 
installations, and have won a short cut to bigger 
business because I was willing to take a tem- 
porary cut in commission income.” 


“You make me think of my father,” said an 
older agent. “He did business in the days when 
the policies were hand written, and the daily 
reports had to be copied three times. He had 
the confidence of a big following, and seemed 
to satisfy them all right. I have held the busi- 
ness, too, though we have girls and typewriters 
and a simplified manner of keeping accounts 
now.” 

“You're lucky,” responded the other, “but I 
hope you get a still more modern viewpoint 
before it is too late. Automatic sprinklers for 
the protection of lives and properties have been 
available for nearly half a century; but the de- 
mand has become more and more apparent in 
recent years. Already 20,000,000 people in North 
America are under the sure and certain safety 
they afford; property values to the extent of 
$1,500,000,000 are changing annually from the 
unprotected class to sprinklers, according to 
the insurance papers; and I don’t see how you, 
or any other agent, can keep on keeping on in 
the same old way without feeling the effects 
sooner or later.” 

When the speaker stated that the popularity 
of automatic sprinkler protection is growing at 
such a rate that the idea belongs in every agent’s 
business-building platform, he was not a prophet, 
but a chronicler of fact. In years gone by, local 
agents lost their choicest lines overnight because 
“sharpshooters” came into their towns and 
showed big property owners the advantage of 
automatic sprinkler protection. 

But the strangers have been finding it harder 
and harder to raid the business of local agents 


21 


in late years. The latter have discovered that 
they can beat the outsider to it by being the 
first to recommend the installation of automatic 
sprinklers, thereby reducing the client’s fire in- 
surance rate by from 50 to 85 per cent. What's 
more, leading manufacturers of sprinkler equip- 
ment have made it easier for them by devising 
a simple plan whereby their choice customers © 
can get the benefits of sprinkler protection with- 
out withdrawing a cent from working capital. 
In a nutshell, the plan is as simple as this— 
automatic sprinklers reduce the client’s insur- 
ance rate so much that the savings pay for the 
installation in five or six years, following which 
the property owner has permanent improvement 
and pocket the annual insurance savings him- 
self. 
Many agents approach’ their clients with the 
idea that the reduced insurance rate is the chief 
(Concluded on page 38) 









AN INSURANCE SERVICE 
Extended to Everybody 


The Insurance Information Bureau, maintained 
by the Atna Insurance Company, The World 
Fire and Marine Insurance Company, and The 
Century Indemnity Company, will be glad to 
pen information on all insurance problems. 
his service is not only extended to agents and 
policy-holders of these three companies but to 
the general public as well. 
Address requests for information to 
INSURANCE INFORMATION BUREAU 
670 Main Street Hartford, Conn. 
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556 MORE 


In the first six months of 1927, the agency force of 
this Company was increased by 556 new appointments— 
appointments of good agents scattered throughout the 
Country. 


Concurrently, executive departments were established 
in Los Angeles for the Pacific Coast, in Chicago for the 
Middle West, and in Boston for the New England states. 


The Home Office personnel was greatly improved by 
the addition of experienced and capable executives; our 
stockholders added a million dollars to our surplus and our 
premium volume was substantially increased in the good 
lines. 





The New York Indemnity Company is big enough to 
handle any offering it cares to undertake, but it is not so 
large that its executives can’t find time for personal contact 
with and consideration of its representatives’ problems. 


We still have some territory open for good agents in 
both casualty and surety lines. 











WILLIAM B. JOYCE, Chairman SPENCER WELTON, President 


115 Broadway—New York City 


New England Department Pacific Department _ Western Department 
Insurance Exchange, Corporation Building, Adams Franklin Building, 
Boston, Massachusetts Los Angeles, California Chicago, Illinois 
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Casualty, Surety and Miscellaneous 





NATIONAL SAFETY 
CONGRESS 


Sixteenth Annual Meeting at Chicago, 
September 26 to 30 








300 SPEAKERS AND 90 SESSIONS 





Insurance Men to Take a Prominent Part 
—Industrial Accidents Stressed 

How to make America a safer country will 
be discussed by more than 300 speakers, who 
will address ninety different sessions of the 
sixteenth National Safety Congress, which will 
be held at the new Stevens Hotel, Chicago, 
September 26 to 30. 

Men and women from various cities will tell 
their experiences in the prevention of accidents 
on the streets and highways, in other public 
places, at home, throughout industry, on the sea 
and in the air. Fire prevention specialists will 
show how the toll taken by flames can be re- 
duced, and medical authorities will explain 
what steps are necessary for the conservation 
of industralists’ health, dwelling on keeping 
both executives and laborers fit for their tasks. 

In addition, there will be an exhibit of com- 
mercial safety appliances and mechanical de- 
vices. There will be no charge for admis- 
sion and both members and non-members of 
the National Safety Council will be welcome 
to attend all of the meetings. More than 5000 
men, women and children are expected to 
participate. 

Many insurance men will take part in the 
sessions of the annual meeting. “How to Pre- 
vent Accidents in Industrial Plants” will be 
discussed at a special gathering over which 
Lewis A. DeBlois, of the National Bureau of 
Casualty and Surety Underwriters, will pre- 
side. During the meeting of the automotive 
section, T. N. Dean, chief statistician of the 
Compensation Board of the Province of On- 
tario, will present an analysis of accident causes 
in the automobile industry. Also, at the A. 
B. C. session, H. W. Heinrich, assistant super- 
intendent of the engineering and inspection 
division of the Travelers, will talk on “The 
Cost of Accidents.” E. W. Kopf, statistician 
of the Metropolitan Life, will address the Con- 
gress on “What We Learn from Statistics.” 

Fire prevention methods will be given a prom- 
inent place on the program, and Franklin H. 
Wentworth, secretary of the National Fire 
Protection Association, will preside at a special 
Session devoted to that subject. 


Southern Surety Considering New Stock 
Issue 

Des Moines, Ia., August 16—The Southern 

Surety Company of this city has called a meet- 

ing of its stockholders to consider putting out 

a new issue of stock to meet the requirements 

of its growing business. A strong syndicate of 


investment bankers has offered to purchase the 
entire issue of the new stock, but is asking 
that the stockholders change the par of the 
company’s shares from $100 to $10. This can 
be done under a new law recently passed by 
the Iowa Legislature. 


F. P. Stanley Selected 

(Concluded from page 3) 
commercial experience was secured in his 
father’s dry goods establishment and later, fol- 
lowing an education secured at Cornell Uni- 
versity and the University of Michigan, he 
bought a motion picture theater in Little Falls, 
New York, operating it successfully for some 
time and then selling at a handsome profit. His 
final venture before joining the Travelers was 
as assistant buyer in a retail haberdashery busi- 
ness in Hartford. Mr. Stanley is now thirty- 
four years of age, one of the youngest man- 
aging executives in the country. 

Vice-President Stanley is picking his statf 
men as rapidly as possible. Already he has an- 
nounced that A. J. Reed would be manager of 
underwriting, and H. M. Cubley will be man- 
ager of claims for the Glens Falls Indemnity. 

Mr. Reed, now in the compensation and lia- 
bility department of the Hartford Accident and 
Indemnity at its home office, first went into the 
insurance business in 1910 with the American 
Fidelity. When the Massachusetts business of 
that company was taken over by the Hartford 
Accident he went with it in 1914. 

Mr. Cubley is an experienced claim man who, 
for some time, has been assistant superintendent 
of claims in the New York office of the Union 
Indemnity Company and who now joins the 
Glens Falls Indemnity and will go to the head 
office in Glens Falls. 

In conversation with a representative of THE 
SPECTATOR last week, Mr. Stanley declared that 
applications for casualty and surety agencies 
were being received so rapidly from agents of 
the Glens Falls Insurance and the Commerce 
that the immediate task of the Glens Falls In- 
demnity would be to give these requests proper 
attention. The plan of the indemnity company, 
as far as its contracts are concerned, is to be- 
gin issuing automobile and burglary policies 
about October 1. Other policies will be put 
on the market in rapid succession and the new 
company expects to be under way fully by the 
first of the year. Mr. Stanley’s plan for avoid- 
ing over-production in the early stages is to 
start by appointing agents in the East and in 
New England, gradually extending his field of 
operations. The home office of the company 
will be located in Glens Falls, and it is gener- 
ally believed that President West, of the Glens 
Falls Insurance, will be president of the Glens 
Falls Indemnity. Plans to enter the company 
in the New England and Middle Atlantic States 
are rapidly nearing completion. 
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AVIATION INSURANCE 





Col. Charles A. Lindbergh Discusses 
Possibilities 





BELIEVES IN SAFETY FACTOR 





Transatlantic Hero Convinced Travel by 
Air Offers Security in Transit 


Curcaco, Itt., August 16—Colonel Charles 
A. Lindbergh, in an interview with the press 
on his recent visit here, expressed the view 
that the guaranty of safety offered by aviation 
in its present state of development argued for 
a wider sale of aviation insurance. He de- 
clared that insurance companies generally were 
taking a more liberal view of aviation as an 
insurance risk since advancement in the science 
of flying and also toward perfection in the 
planes produced had eliminated many of the 
hazards .and also had reduced the risk to the 
point where it was as safe to travel by air as 
by any other means of transport. 

Safety in aviation once was considered a 
myth but now it has increased to such an ex- 
tent that underwriters have a basis upon which 
they can predicate their rates. 

This is demonstrated by the fact that avia- 
tors are not having so much difficulty in get- 
ting insurance in the past, both on their lives 
and their planes, he said. The wider use of 
aviation insurance is also proof of a more 
general acceptance that the science has ad- 
vanced and consequently offers a better all- 
round guaranty of safety to the aviator, his 
plane and the insuring company as well. 

In emphasis of this view Colonel Lindbergh 
said that during his recent visit to Grand Rap- 
ids, he had sent his mother from that point to 
Detroit in an airplane, firm in the belief that 
she was safer than if she had made the trip by 
rail. 

Colonel Lindbergh additionally voiced the 
conviction that parcel delivery will become a 
reality just as airmail delivery now is. 


Continental Casualty to Increase Capital by 
$1,000,000 

Cuicaco, Itz., Aug. 17.—The Continental 
Casualty Company of this city has just sug- 
gested an increase in its capital of $1,000,000, 
which would bring the total capital up to 
$3,000,000. The move, announced by President 
H. G. B. Alexander on the eve of his departure 
for Europe, will be accomplished by the recom- 
mendation of a stock dividend of 25 per cent 
aggregating $500,000 and the issuance of an 
additional $500,000 of capital at $50 per share, 
par value $10. The plan will be voted on in the 
fall and would bring the surplus and voluntary 
contingent up to between $7,000,000 and $8,000,- 
000. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Assets - - = + $5,000,905.77 


Capital - - - - 750,000.00 
Surplus - - -  1,186,456.08 
Voluntary Catastrophe — 500,000.00 
Reserves - - 2,564,449.00 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation, Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 
Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 





ACACIA 


An Institution—Not a Commercial Company 
Insurance in Force........... Over $245,000,000 
MNS Ca sctaedl cs c sac Scanunecunl Over $20,000,000 

Ideal Agents Month- 
ly Income _ Contract 


LOW NET COST REAL SERVICE 
Acacia Mutual Life Association 


WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 




















Cash Capital, $750,000.00 


CASUALTY AND SURETY COMPANY 
MILWAUKEE, WISCONSIN 


al 
Home Office — Brumder Building 
MILWAUKEE, WISCONSIN 


Executive Offices 
Union Indemnity Bldg. 
New Orleans 


FIDELITY AND SURETY BONDS 


ACCIDENT, HEALTH, BURGLARY, AUTOMOBILE 
LIABILITY, PLATE GLASS AND WORKMEN’S 
COMPENSATION INSURANCE 


Eastern Department 
100 Maiden Lane 
New York 


SERVICE AND ITS REWARD 


By William T. Nash 

In this latest leaflet, Mr. Nash, well known and convi 
a eo ee are gual 
caputeeiee Life Insurance as a profession aff 

meping ezample the best spr o progres, nd no man o woman oan red “SERVICE AND 
Rewarp” without realizing that the life insurance profession offers opportunites 
lor success. 

Every life insurance company should get a supply of this new ed pone comprising 16 pages of 
interesting reading, and cover, to distribute among ite present and prospective agents. 

PRICES 


writer on life insurance 
om peep fem oe a 


Single copy 15 cents 


50 copies Wivsia disieta ein sieiaie ap foe copies TOR rer $65.00 
i ieee SE ch salancel Sa78.00 
cutcaco THE SPECTATOR COMPANY yew vor 











a good company! 
Gireat Northern Life Insurance Company 


Home office : Milwaukee, Wisconsin 
Chicago office : 110 S. Dearborn Street 























SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 














NATIONAL 
LIFE AND 


ACCIDENT 
INSURANCE 
COMPANY 


4 SHIELDS 


MELD Total claims paid 27 years ending 


December 31, 1926, $51,810,954.80 








C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
NASHVILLE ” - ” TENN. 











Field Annuals 


Insurance Directories 


for 


*Greater New York 

{New York State 
New Jersey 
Kentucky 


Tennessee 
North Carolina 
South Carolina 
Virginia 

Texas 


*€ity and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Priee of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 LOUISVILLE, KY. 
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Casualty, Surety, Etc. 








PROPOSES REMEDY 





Contractors’ Paper Makes Sugges- 
tions for lowa 





WOULD HAVE OWNER, NOT CONTRAC- 
TOR, PAY PREMIUM 





Greed of Agents for Business Cited as Fre- 
quent Cause of Failures 
The Central Contractor, of which Reece 
Stuart is editor, takes notice in its current is- 
sue of the surety bond situation in Iowa and 
proposes a remedy as follows: 


Contractors want a new deal in the surety 
bond business. They have suggested to the 
surety companies innumerable improvements 
upon the intolerable conditions which have pre- 
vailed, with practically no response from the 
bond companies. Now, many believe that the 
first step which must be taken if any hope of 
eventual relief is to be entertained, is the selec- 
tion of the surety bond company by the owner 
and the payment of the premium by the owner, 
rather than by the contractor. 

This sentiment has developed simultaneously, 
but with no connection whatever, with the 
show of intent on the part of the bond com- 
panies to “clean house” in Iowa; to wipe out 
the rebaters and to do away with abuses which 
can no longer be ignored by the surety asso- 
ciation. 

Contractors who have discussed the proposal 
for purchase of the bond by the owner see in 
the plan not only the removal of one. of the 
most obnoxious features of their own business, 
but a financial advantage to themselves, to the 
owners and even to the surety companies. 

No one seriously disputes the statement that 
the surety bond agent, eager for the writing 
of business which will bring him a commis- 
sion, pushes his potential customer oftentimes 
far beyond his legitimate limit in bidding. The 
contractor, qualified by his experience and 
finances to bid on the $10,000 contract, is urged 
by his bond-selling friend to bid on the $100,- 
000 job. He bids, is bonded, and all too fre- 
quently comes to disaster. 

If the school board which has a contract to 
let were to specify in the notice to contractors 
calling for bids that it would make its own 
selection of the bonding company, no such pres- 
sure would be placed upon the unqualified bid- 
der of stretch his capacity beyond the safety 
point. 

At a recent church letting the architect speci- 
fied that: “Satisfactory bond in the sum of not 
less than full amount of contract will be re- 
quired. Owner will select the bonding com- 
pany by whom the bond will be written and 
will pay premium for same. Contractor shall 
qualify for the bond as required by the bond- 
ing company, give all necessary information 
and assist owner in obtaining bond. If re- 
quired, contractor shall give affidavit regard- 
ing necessary information. Cost of bond is 
not included in contract price.” 


Spencer Welton Asks Agents How They 
Like It 

On Friday of last week, Spencer Welton, 
president of the New York Indemnity Com- 
pany, sent out a letter to all agents commenting 
on the achievements of the organization during 
the past six months, discussing the business poli- 
cies employed and asking the agents whether or 
not they were satisfied with the company, its 
treatment of their business and the acts of the 
officials with whom the agents come into con- 
tact. The letter is a splendid example of the 
desire of the company to take its representatives 


into its confidence and co-operate closely with 
them. Many responses, complimenting the spir- 
it of the communication and expressing entire 
satisfaction with the treatment accorded them, 
have been received by President Welton from 
his agency force. 


Continental Casualty Holds Claim Depart- 
ment Meeting 

Cuicaco, Itt., August 16—Over 100 adjust- 
ers and attorneys representing the claim de- 
partment of the Continental Casualty Company 
attended the annual conference of the depart- 
ment here last week at the Stevens Hotel. They 
came from all parts of the country and were 
greeted by several of the company officials. 

H. G. B. Alexander, president, stressed the 
important position the claim men bear in the 
insurance business. He urged them to practice 
the motto of the company, “Justice to All.” 
Roy Tuchbreiter, agency manager, discussed 
co-operation of the field force with the claim 
department, while Manton Maverick, vice-pres- 
ident and general counsel, welcomed the visit- 
ors. M. P. Cornelius, vice-president and gen- 
eral attorney, presided. 

It was pointed out that the claim adjusters 
will be of greater service by using kindness and 
explanations rather than by taking an arbitrary 
stand. 


Missouri Compensation Commissioner a 
Candidate for Supreme Court 

St. Louis, Mo., Aug. 15.—Alroy S. Phillips, 
of St. Louis, chairman of the Workmen’s Com- 
pensation Commission of Missouri, has an- 
nounced that he will be a candidate for the 
Republican nomination for Supreme Court 
Judge. 

He also stated that he will be able to devote 
only the remainder of 1927 and a part of 1928 
to the work of the Compensation Commission 
because of the financial sacrifice which it en- 
tails. The salary of chairman of the commis- 
sion is but $4,500 a year. 

Chairman Phillips was a candidate for Judge 
of Division No. 1 of the Supreme Court in 1922, 
but was defeated for the Republican nomination 
by former Supreme Judge Conway Elder. 

Under Mr. Phillips’ direction, the Missouri 
Workmen’s Compensation Commission has 
passed upon more than 46,000 injury claims, and 
has had but few appeals taken to the courts. 
The claims approved by the Commission and 
paid by employers of the State range from a 
few days’ compensation for minor injuries to 
death claims in which from $11,000 to $13,000 
has been paid. 


New York Casualty’s Gains 

Despite the fact that its volume of business 
has continued to increase, the New York Cas- 
ualty Company, in its statement for the first 
six months of this year, shows that the sur- 
plus to policyholders has risen to $3,048,784. 
The net surplus is $2,048,784 and the assets 
have reached $4,492,926. Reserves for pre- 
miums and claims amount to $1,444,141 and the 
company, since it began operations in 1891, has 
paid over $9,000,000 in claims. 
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MICHIGAN COURT DECISION 
State Compensation Commissioners Can- 
not Be Overruled in Findings of Fact 
-Lansinc, Micu., Aug. 15.—Michigan’s de- 
partment of labor and industry compensation 
commissioners cannot be overruled in mere find- 
ings of fact in compensation cases, the Michi- 
gan supreme court again pointed out recently 
in a decision rendered in the case of May Camp- 
bell Anderson et al. vs. The Fisher Body Corpo- 

ration. 

The Employers’ Liability Assurance Corpo- 
ration, Boston, was a co-defendant with the 
Fisher corporation and appealed the case from 
the commission’s finding. The commission, the 
facts summarized in the decision showed, 
granted an accidental death award in the case 
of Alfred Anderson, an employee of the defend- 
ant company, although Anderson’s death could 
be only indirectly attributed to the accident 
which was the mere puncturing of the skin of 
one finger by a sliver. It was shown, how- 
ever, that the sliver caused an infection which 
brought about a general poisoning of the blood 
streams, resulting in a plague of boils and 
finally so weakening the employe that he con- 
tracted lobar pneumonia and died. 

Medical testimony was offered on both sides, 
the commission holding that Anderson’s death 
was indirectly due to the accidental sliver prick. 
The supreme court upheld this decision as a 
mere issue of fact from which no appeal could 
be sustained under the law, but the commission, 
it was held, erred in its orders concerning com- 
pensation. The commission allowed compensa- 
tion beginning May 5, 1925, and continuing for 
300 weeks from Feb. 13, 1925, date of the in- 
jury. Disability payments had been made from 
the time of injury until May 5. 


The supreme court ruled compensation should 
have begun with the date of death, extending 
from that time until 300 weeks after the injury 
was sustained. This cut down the amount of 
the judgment considerably. 


Maryland Casualty and Home Will Ex- 
pand Co-operation Plan 

The Maryland Casualty Company, Baltimore, 
and the Home Insurance Company, New York, 
will expand the plan of co-operation between 
the two so that agents of the former who do 
not represent other fire insurance companies 
will turn fire business toward the latter; and 
agents of the Home who do not represent other 
casualty companies will direct casualty busi- 
ness toward the Maryland Casualty. This is 
a broadening of the scope of the plan long used 
by the two companies whereby automobile busi- 
ness was written together, the Maryland Cas- 
ualty taking the casualty coverages and the 
Home writing the automobile fire risks. 


Joins C. H. Bainbridge Corporation 


Walter F. Errickson has become connected 
with the C. H. Bainbridge Corporation of 
Brooklyn, N. Y., in a post which will give him 
the direction of the production department of 
that agency. 
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SIX YEARS YOUNG 


Kansas’ Strongest 
Life Insurance Company 





Ceitel........ $550,000 
Surplus........ $237,436 
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SALESMEN WANTED 





To sell something new in 
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life insurance in Minne- 


sota, Iowa, Nebraska, Mis- 





souri, Kansas, Arkansas, 


Our New Home Office Oklahoma and Texas. 
“Built Without Using a 
Dollar of Policyholders’ 
Money.”” 


National Reserve Life Ins. Co. 


GEO. GODFREY MOORE, President 
Topeka, Kansas 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S, 


Third Edition—Revised and Enlarged 








Mr. Younc’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the Tu1rD Epition the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 


Price, Third Edition, 424 pages - $3.00 


Insurance Office Organization 


Managements and Accounts 
By T. E. Youns, B.A., F.R.A.S., and RicHarp Masters, A.C.A. 


Second Edition—Revised 











This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
Youn, and are elaborated in succeeding chapters by Mr. MASTERS 





Physiology and. Anatomy. By Dr. Harold Gardiner. A 
concise and clearly written treatise, with numerous illustrations. 
It also contains chapters on the common diseases and accidents 
(including industrial diseases), and a list of everyday medical 
terms. The book is designed particularly for insurance men and 
lawyers. 414 pages; cloth binding. 


Price, post paid, $3.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50 


Accountancy. By Francis W. Pixigey. An entirely new 
work dealing with Accountancy from a theoretical and practical 
point of view The latest exposition of the science. 318 pages. 


Price, post paid, $2.25 


Pitmans Secre‘ary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. Barn. It covers secretari 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) 
Price, post paid, $1.50 


Principles of Marine Law. By Lawrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 

Price, post paid, $2.25 


Office Organization and Management. By LAWRENCE R. 
DicxsgE, M. Com., F.C.A., and H. E. Bian. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

















Price, post paid, $2.25 





SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CuicaGco OFFICE 135 WILLIAM STREET 
QNSURANCE EXCHANGE NEW YORK 











Aus 


Nev 


Firs 
7 
T 
Inc.. 
cent 
Jam 
post 
advz 
vehi 
carr 
are 
have 
Cat 
A 
rate: 
cabs 
to | 
ther: 
Ass‘ 
held 
New 
to p 


.. “the | 


pow 
dow! 
affo: 
incr 
seric 
the 

taxi¢ 


Mr. 


Tl 
you! 
sunk 
Do 3 
mon 
your 
mak 








ursday 








he 





iples 
nee, 
usi- 
sity. 
the 


d of 


on 


per 
Mr. 
‘ion 
ost 
The 
»m- 


Mr. 
ZRS 


ns. 
nts 
cal 
ind 


ich 
of 


ew 
cal 
es. 


7's 


li- 
y- 


Tor 








August 18, 1927 


THE SPECTATOR 





Casualty, Surety, Etc. 








PROTEST PAYMENTS 





New York Taxi Owners Against Rate 
Revision 





SAY THEY CANNOT AFFORD IT 





First Premium of $60 Amounts to Driving 
Them Out of Business, They Claim 
The Greater City Taxi Owners Association, 

Inc., of New York, is up'in arms over the re- 

cent decision of Insurance Superintendent 

James A. Beha, of that State, to require the 

posting of two months’ bonding premium in 

advance on coverage obtained under the motor 
vehicle bonding law which applies to passenger 
carrying vehicles. The new rates on taxicabs 
are to become effective September 1 and will 
have a fixed brokerage of $2 per month per 
car as explained in THE SpPEcTATOR last week. 
According to the rate revision order, the 

rates for privately or individually owned taxi- 
cabs are set at $30 per month, the first payment 
to be $60 with payments of $30 per month 
thereafter. The members of the Taxi Owners 
Association are incensed over this finding and 
held a meeting at the Central Opera House in 
New York city on Monday night of this week 
to protest the arrangement. They claimed that 
the Insurance Superintendent was exceeding his 
powers in attempting to compel them to pay 
down an amount which not many of them could 
afford and voiced no little antagonism to the 
increases in rates which, they say, interfere 
seriously with their business. The notice of 
the meeting indicates the feeling among the 
taxicab owners and was worded as follows: 


Mr. Cab Owner: 

They’re trying to put over a “Fast One” on 
you! Do you want to lose every dollar you 
sunk in your cab? Do you want to go broke? 
Do you want to let some one get all the blood- 
money you sweat for? Do you want to see 
your wife and kids in rags because you can’t 
make a living for them? 

The man who answers “No!” must have cour- 
age enough to fight. 

State Superintendent of Insurance Beha is- 
sues an order that all cab owners must put up 
two months’ bond money—or sixty dollars—or 
they won’t get a September sticker. Can you 
pay sixty dollars? He has issued an order in- 
creasing the insurance rates! Can you pay 
them ? 

If this order stands you are ruined! 
stop it now! 


Let’s 


At a conference in Superintendent Beha’s of- 
fice on Tuesday, the effective date for the col- 
lection of two months’ premiums on cabs was 
postponed from September 1 to January 1, 1928. 
Mr. Beha then ruled as follows: 


1. The scale of rates previously promul- 
gated is to go into effect on September 1, 1927. 

2. No company may issue a policy on a car 
which was insured during the month of August 
in another company except at the customary 
short rates for the balance of the year. 

3. On and after October 1, 1927, the com- 
panies may allow a discount of $2 from the 
monthly premium instalment for all policies 
Written and paid for at the one main office of 
the company. 

4. Out of each month’s premium the compa- 
nies are to be allowed a maximum of $10 to 
cover all expenses of any nature whatsoever 


and the remainder is to be placed in the reserve 
for claims in accordance with the ruling per- 
taining thereto at present in effect. This al- 
lowance is to be reduced to $8 wherever the $2 
discount is allowed. 


WANT ADEQUATE COMMISSIONS 


Massachusetts Brokers’ Petition for 
Changes Under Compulsory Auto Act 


Boston, Mass., August 16.—The Insurance 
Brokers Association of Massachusetts has asked 
the Commissioner. of Insurance, Wesley E. 
Monk, that in approving the factors of expense 
for the 1928 compulsory automobile liability 
rates he take into consideration the increased 
expenses which the brokers have shouldered, 
due to the large amount of extra service which 
is required, in order that a more adequate com- 
mission be paid them. A letter from the presi- 
dent of the Association, Harry A. Stevens, ad- 
dressed to the Commissioner, in which he ap- 
peals for a hearing on the merits of the matter, 
reads as follows: 

We hereby appeal to you that an adequate 
amount may be approved by you for commis- 
sion for the field men engaged in this class of 
business. The present condition is working a 
real hardship on this class of men, and, as citi- 
zens as well as insurance men, we believe that 
the State as represented by you in your office 
will afford them some relief so that they may 
at least receive a living wage for their efforts. 


G. E. Morrissey Will Be Agency Superin- 
tendent of Norwich Union Indemnity 
H. P. Jackson, president of the Norwich 

Union Indemnity Company, New York, has an- 

nounced that George E. Morrissey has been ap- 

pointed superintendent of agencies, to take up 
the production work which has been done by 

Vice-President F. P. Stanley, who resigns, as 

of September 1. to become vice-president of the 

Glens Falls Indemnity. 


WISCONSIN AGENTS MEET 





Annual Session Opens To-day in 
Milwaukee 





BANQUET HELD TO-NIGHT 





Hon. Milton A. Freedy, J. G. Yost and F. 
P. Stanley Among Speakers 

The Wisconsin Association of Local Agents 
is holding its annual meeting at the Hotel As- 
tor, Milwaukee, today and tomorrow. Two ses- 
sions and a banquet have been scheduled by 
Walter T. Greene, president of the Associa- 
tion. The first opens at 2 P. M. this afternoon 
with President Greene in the chair. An address 
of welcome is to be given by F. J. Lewis, presi- 
dent of the Milwaukee Board of Fire Under- 
writers. Response thereto is to be made by 
Earl E. Fiske, former president of the Wis- 
consin Association. Following will come the 
reports of officers and committees as follows: 
Secretary-treasurer, J. G. Grundle, Milwaukee; 
membership committee, Ray Chartier, Warsau, 
chairman; fire prevention committee, D. P. 
Steinberg, Appleton, chairman; legislative com- 
mittee, L. C. Hilgemann, Milwaukee, chair- 
man; executive committee, T. A. Taylor, Wis- 
consin Rapids, chairman; president’s report. 

Two addresses will complete today’s business 
session. John G. Yost, assistant secretary of 
the Fidelity and Deposit Company, will deliver 
one of them and W. H. Riker, assistant man- 
ager of the Insurance Company of North 
America, the other. 

The banquet, which is to be held this evening, 
will feature three speakers: Milton A. Freedy, 
insurance commissioner of Wisconsin; D. J. 
O’Keefe, representative of the National Asso- 
ciation of Insurance Agents, and D. O. Stine. 

The business session to be held Friday morn- 
ing has for its main feature an address by F. 
P. Stanley, vice-president of the Norwich 
Union Company. 


EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 


CASUALTY AND SURETY 
REINSURANCE 
AND EXCESS COVERS 


HEAD OFFICE 


12 Washington Place, 


Newark, N. J. 


Telephone, Mulberry 5585 
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Security— 


When the Mutual Benefit was or- 
ganized in 1845 there were only a 
few Life Insurance Companies in 
the United States. Through the 
Wars, Panics and Epidemics of all 
these years, it has always stood 
safe and secure as a foremost 
disciple of Pure Life Insurar ce. 


THE 
Mutual Benefit Life Insurance Co. 


Newark, New Jersey 
Organized 1845 




















SOUTHERN LIFE AND HEALTH INS. CO 
‘“‘Oldest and Best’’ 


Has openings for good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA. 











ROYAL UNION LIFE INSURANCE COMPANY 


DES MOINES, IOWA 


LIFE INSURANCE FOR CHILDREN 


Approximately one-third of the popu- 
lation of our country is made up of 
children under fifteen years of age. 
One-third of the possible prospects for 
life insurance in every community are, 
therefore, children. 

Royal Union salesmen can write chil- 
dren from one day old and up. 

Our Juvenile Contracts go automatic- 
ally, without re-examination, into full 
benefit at age five. ° 


ROYAL UNION LIFE INSURANCE CO. 


Des Moines, Iowa 


A. C. TUCKER, President 














An Exceptional Sales Opportunity 
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An Ideal 
Poli in the following 
oucy twenty-five states and 
SPECIMEN RATE AT have top contracts 
AGE 35 PER $1,000.00 available in many dis- 
tricts. 
Alabama Kentucky 
Ari Michi 
$ 1 {-60 froma, Moun 
Carlifornia Nebraska 
Colorado New Mexico 
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With Paid-Up and Ex- idaho , Pennsyivania 
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For fall particulars address 


AGENCY DEPARTMENT 


National Life Association 


Home Office: Des Moines, lowa 


























BUILDING CONSTRUCTION 


As applied to 


FIRE INSURANCE 


and 


INSPECTING FOR FIRE 
INSURANCE PURPOSES 


By DOMINGE and LINCOLN 
authors of 
Fire Insurance Inspection and Underwriting 


A clear, concise textbook in understandable lan- 
guage, giving the fire insurance essentials of 


FRAME OR COMBUSTIBLE CONSTRUCTION 
BRICK OR ORDINARY CONSTRUCTION 

MILL OR SLOW BURNING CONSTRUCTION 
FIREPROOF OR FIRE RESISTIVE CONSTRUCTION 
PLAN REVIEWING TO OBTAIN LOWEST RATES 
UNDERWRITING INSPECTION PROCEDURE 


PRICES: 


ELT A NS IIR $1.00 
Rea CREP IIREAD | <5 'ore'n o6 cine uacdo bert $1.50 
Liberal discounts in wholesale quantities. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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CHECKS AUTO MUTUALS 
Massachusetts Commissioner Gets Data on 
Liability Losses 

Boston, Mass., August 16—The automobile 
mutuals that started writing compulsory liabil- 
ity insurance in Massachusetts on January 1, 
or subsequent thereto, four in number, have al! 
been given a checking up by the Commissioner 
of Insurance, reports of which, however, are 
for his confidential information. The companies 
will make their first arinual financial statements 
to him next year covering the transactions for 
1927 and, in the meantime, close watch of their 
business is being kept. 

Such items as premiums in course of collec- 
tion, unpaid claims, likewise the accounting sys- 
tem, are being carefully observed. In connec- 
tion with claims the examiners have found that 
a good many are being held up and that some 
of the companies have discovered that would- 
be liability cases have been put in as -property 
damage claims. This condition exists among 
other companies as well, although they are now 
having their eyes opened, as it were, to a way 
by which the insured, failing to get liability in- 
demnity, is prevented from the other claim 
through the company being forehanded enough 
to advise the insured at once of no property 
damage insurance, if such is the case, being 
carried by the other party. 


Travelers Mutual Casualty Organized 

Des Mornes, Iowa, August 15.—Organiza- 
tion of the Travelers Mutual Casualty Com- 
pany, an accident insurance concern to operate 
on a basis which is said to be entirely new to 
the insurance field, has just been completed in 
Des Moines. 

The company, which is headed by Charles D. 
Hellen, Des Moines insurance man, will open 
offices in the Southern Surety Building. Plans 
have been made to start writing policies Sep- 
tember 1. ' 

The feature of the new concern is that it will 
write accident insurance under the same plan 
as annual premium reduction dividend life in- 
surance, paying annual dividends to policyhold- 
ers to be used to decrease their premiums. 

In this regard, it is said to be the first insur- 
ance company of its kind in the United States. 

C. D. Hellen was elected president and gen- 
eral manager; Clyde B. Charlton, State repre- 
sentative from Polk county, vice-president and 
general counsel; J. H. Morgan, vice-president ; 
Blanchard B. Vorse, vice-president of the Bank- 
ers Trust Company, treasurer, and Gerald A. 
Jewett, of the Jewett Lumber Company, secre- 
tary. 

The board of directors includes Judge W. B. 
Bonner, Gerald A. Jewett, Blanchard B. Vorse, 
Edwin J. Frisk, John S. Osborn, J. H. Morgan, 
George B. Hall, Clyde B. Charlton and Charles 
D. Hellen. 

Mr. Hellen, who recently returned to Des 
Moines from California, is the originator cf 
the insurance plan under which the new com- 
pany will operate. 

“The plan occurred to me while I was on 
the coast. We hope to build up a real, sub- 
stantial company,” Mr. Hellen says. “We ex- 


pect to expand into other States, and eventually 
make the company a national institution.” 

Benefits will be paid for loss of life, limbs, 
or sight, and weekly indemnities for total or 
partial disability. 


Withdraws Approval of Rates on Har- 
bor Workers’ Risks 


James A. Beha, Superintendent of Insurance 
for New York, has withdrawn his approval of 
the increased rates for shipwright worker risks 
which went into effect on January 1 and con- 
tinued until June 30 of this year. At that time 
the new Federal law placed -harbor workers 
under the longshoremen’s compensation act. 











policies of 





volved for you to handle. 


plan. 


OF NEW YORK 
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Attention of General 
Insurance Brokers 


Do you realize the wonderful selling possibilities 
of Credit Insurance? Do you know that thousands 
of well-known Manufacturers and Jobbers in 
every line—in every part of the country—carry 


American Credit Insurance? 


_ Do you know that this broad protective service 
is endorsed by bankers? That it is extensively 
advertised? That it offers an exceptionally effi- 
cient Collection Service, through an organization 
of trained specialists operating in 12 strategical 
cities of the United States and Canada? 


Perhaps you know these things, but have said 
that Credit Insurance is too technical, too in- 
1 It is true that it requires 
a specially trained agent to sell our policies; but 
we have originated a plan by which a General 
Insurance Broker can function in co-operation 
with our regular agents—and make money doing it. 


Why not investigate the possibilities? Find 
out how many of your present clients are not 
protected by Credit Insurance, then write or 
phone any of our offices for full particulars of our 


CThe AMERI CAN 


CREDIT~ INDEMNITY Co. 


J. F. M° FADDEN. presipent 


Offices in all leading Cities: 
Chicago, 
Philadelphia, Baltimore, 
Detroit, Atlanta, Milwaukee, Etc. 

In Canada: Toronto, Montreal, Etc. 


Theodore P. Nanz Made Claims Attorney 
of Metropolitan Casualty 
President J. Scofield Rowe, of the Metropoli- 
tan Casualty Insurance Company, New York, 
has announced the appointment of Theodore P. 
Nanz as claims auditor. 


Mr. Nanz enjoys the reputation of an experi- 
enced and capable claims attorney. A graduate 
of New York University Law School, he has 
specialized in insurance claims for many years, 
having been claims examiner for the United 
States Fidelity and Guaranty company, at Balti- 
more, from 1917 to 1919, and then going to 
New York as assistant superintendent of claims 
for that company. For the past six years Mr. 
Nanz has served with the U. S. Casualty, 
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Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
Fidelity Phenix Fire United States Fire National Fire of 
of New - a of New York Hartford 
Aatomobile of Hart- National Liberty of New Amsterdam 
ford New York Casualty Co. 
Standard of New State of Penn. pea omer “a Company 
York — of New of America 
National Union of 
Pittsburgh BROKERS’ LINES SOLICITED 








Actuarial 





Actuarial 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 








HENRY R. CORBETT 


ACTUARY 


Specialty—Pension Funds 
and Employee’s Benefits. 


175 W. JACKSON BLVD. CHICAGO 

















Actuarial 








Established 1865 by David Parks Fackler 
EDWARDB.FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
50 BROAD STREET NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bidg, ATLANTA, GA, 





Inspectors and Ad justers_ 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


CUPELAND and COTHRAN 


CONSULTING ACTUARIES 


1027 Candler Building 
ATLANTA, GEORGIA 


EMPIRE INSPECTING AND ADJUSTING CO 


SPECIALIZING IN FIRB AND CASUALTY 
INSPECTIONS AND ADJUSTMENTS 
FOR COMPANIES 


814 McKINLEY B 0a, BUFPALO, N. Y. 











Statisticians 

















Woodward, Fondiller and Ryan 


Consulting Actuaries 
Actuarial Cervice ia all breaches of Insurance sad for Pension 





aad Ai 
75 Fulton pmo New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 No. LA SALLE ST. Telephone State 7298 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA. 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
ome you of the pressure of annual statement 
ling. 


We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 


81 Fulton St. New York City 

















F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 





CONSULTING ACTUARY 


National City Bank Bidg., WACO, fEXAS 








JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE RA ae. Intermediate, Group, 
Industrial and Special Classes 
WORKMEN'S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 goed * NEW YORK CITY 
Reom 1¢1 Memorial Bidg., Nashville, Tenn. 





CHICAGO BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 
A. SIGTENHORST, F.A. I. A. ABB LANDIS 


CLARENCE L. ALFORD 
Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 








L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 








HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


rate books ‘compiled or revised, 


E. H. BURKE & COMPANY 
INSURANCE COUNSELORS AND ACTUARIES 
206-212 Old Colony Building 37 W. Van Buren Street 


Ittinols 
Our services are available for ail cinds of setuarial work anc 

















Omaha 


counting systems advised or i 





THE GERMAN OFFICES 1926 
LIFE TABLES 


An English edition of The German 
Offices 1926 Life Tables, prepared by 
the Association of German Life As- 
surance Companies, has been issued 
by the German Society for Insurance 
Science. The contents of the 1926 
Life Tables are shown by the follow- 
ing chapter headings: 

1. Introduction. 


Il. The Construction of New Mortality 
Tables by the Association of 
German Life Assurance Compa- 
nies. 

Ill. Aggregate and Select Tables. 
Their Nature and Their Value 
in Practice. 

IV. Arrangement of the Tabulated 
Functions for the Finsl Life 
Tables. 

Vv. Exposed te Risk and Deaths for 
Every Entry Age and Duration. 

VI. The Aggregate Life Table. Ele- 
mentary and Monetary Fune- 
tions 4 Per Cent. 

VII. The Select Life Table. Elementary 
and Monetary Functions 4 Per 
Cent. 


The German Offices 1926 Life Tables 
may be obtained through The Specta- 
tor Company at $8 per copy. Actuar- 
ies and the actuarial departments of 
life insurance companies will doubtless 
desire to add this publication to their 
insurance libraries. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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Miscellaneous Insurance 








INSURANCE STOCKS 


All Bids and Quotations Subject to Con- 
firmation 

The following quotations, as of August 15, 
1927, are from reliable houses and if any of 
our readers are interested in stocks not appear- 
ing in this list, the Research Bureau of THE 
SPECTATOR will endeavor to supply the data. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 


Bid Offered 
Agricultural Ins. Co. 
Arthur Atkins & Co., N. Y........ 101 106 
Alliance Fire 
Wheeler & Co., Phila............. 55 57 
American Alliance 
Arthur Atkins & Co., N. Y........ 370 
WGUCAIIOY GF CAR, Ny Bieccscascaccs 370 
American Surety 
MACE SRIOY Ge CAn Ihe i oa sicctsdes 275 285 
Lewis & Co., Hiartford,........... 270 280 
American Insurance Co, of Newark 
Arthur Atkins & Co., N. Y........ 26 28 
Bankers & Shippers 
Arthur Atkins & Co., N. Y........ 360 bie 
Meier @ Co., WoW... ca ens cs 360 375 
Bankers Indemnity (Newark) 
Arthur Atkins & Co., N. Y........ 16 17 
Camden Fire 
Arthur Atkins & Co., N. Y........ 22 23% 
Moekuniey &@ Co., N. ¥....6...050% 22 23% 
Carolina Insurance 
Curtia @ Gauger, NY... oo 52 54 
Arthur Atkins & Co., N. V........ 52 50 
J, K. Mice, Jr., & Co., MoV... 26. 52 56 
Commercial Cas. Ins. Co. 
Arthur Atkins & Co., N. Y........ 55 60 
Continental Ins. Co. 
Arthur Atkins & Co., N. Y........ 188 192 
City of New York Ins. Co. 
Arthur Atkins & Co., N. Y........ 360 
Federal Insurance 
Curtis & Sanger, N.Y... cco ee ne 625 
Federal Union Life 
A. & J. Frank Co., Cincinnati...... 25 28 
Fidelity & Deposit 
Curtis & Sanger, N. Y............ 225 235 
Fidelity & Casualty 
Cutie & Sanwer, NoYes cic.sccescie 200 203 
MCIIMIey Gr CAD., IN. Wess ccc kcccse 195 205 
Fidelity Phenix 
Arthur Atkins & Co., N. Y........ 143 146 
Fire Association of Philadelphia 
Wheeler & Co., Phila............. 59 60 
tFireman’s Insurance Co. 
Arthur Atkins & Co., N. Y........ 47 49 
Franklin Fire 
Arthur Atkins & Co., N. Y........ 260 
McKinley & Co., N. V........+.0.. 255 
Glens Falls 
Arthur Atkins & Co., N. Y........ 61 63 
Globe & Rutgers 
Arthur Atkins & Co., N. Y........ 1800 ate 
Curtis & Sanger, N. Y............ 1790 1810 
Great American 
Arthur Atkins & Co., N. V........ 375 eahiers 
Vi thes MOS FE, OL GO, IRs Bikc ss s0 375 385 
Hanover Fire, Stock 
Arthur Atkins & Co., N. V........ 230 238 
Harmonia Insurance (new stock) 
Arthur Atkins & Co., N. Y........ 52 55 
J. K. Rice, Js., & Co... N. W... 6... 52 56 
Home Rice 
Arthur Atkins & Co., N. Y........ 450 455 
McKinley & Co., N. WV... .sccccecs 450 455 
Ties ROR, Ie, OE CO, IN: Ss biccne 0 451 455 
Curtis & Sanger, N. V.......-.00- 451 455 
Homestead 
Arthur Atkins & Co., N. Y........ 42 46 
J. . Bites, Te, &-Go., Ni YZ... ose. 42 46 
Importers and Exporters 
Curtis & Sanger, N. Y............ 94 98 
International Co. of St. Louis, Pfd. 
A, & J. Frank Co., Cincinnati...... 2% 3 
Inter-Southern Life 
A. & J. Frank & Co., Cincinnati.... 234 3 
Insurance Co. of North America 
Wheeler & Co., Philadelphia....... 64 64% 
Independence Ind. Ins. Co. 
Wheeler & Co., Philadelphia....... 320 330 
Kansas City Life 
Curtis: @ Samper NW) Woo. ee sisiie'c se 975 
Lincoln Fire Ins. Co. 
Arthur Atkins & Co., N. Y........ 72 76 
Lincoln National Life 
Roy T. H. Barnes & Co., Hartford. 88 95 
Maryland Casualty 
Curtis & Sanger, N. Y............ 122 127 
Merchants Fire Ins. Co. of N. Y. 
Arthur Atkins & Co., N. Y........ 190 
Milwaukee Mechanics 
McKinley & Co:, N. V.....0.. 005% 474 4814 
Cuntis & Siper WY in. coe sss 46 47 
Missouri State Life 
A. & J. Frank Co., Cincinnati...... 76 78 


National Union 

Arthur Atkins & Co., N. V....-++- 276 284 
National Surety 

McKentar Or Cou. Ne Viiesss.ciscasca'e 234 238 
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New Amsterdam Cas. 

Crstis & Gaawer, N.Y oi. k. cece ccs 71 
New Brunswick Ins. Co. 

Arthur Atkins & Co., N. Y........ 70 

J. Bo Rice, Ja, & Co, N.Y 2.2... 70 
New Jersey Fire Insurance 

Arthur Atkins & Co., N. Y........ 45 
New York Casualty 

Curtis & Sanger, N. Y...........- 120 

Arthur Atkins & Co., N. Y........ 122 

McKinley & Co., N. Y 122 
Niagara Fire Ins. Co 


Arthur Atkins & Co., N. Y........ 315 
Ohio National Life Ins. Co. 

A. & J. Frank Co., Cincinnati...... 40 
Reliance Fire 

Wheeler & Co., Philadelphia....... 21 
St. Paul F. & M. Ins. Co. 

MeKinley & Co., Ni Fics cccssccas 170 

Je. Rice; Ie:,, & Cee, OW sk os oe 170 
Security Ins. Co. of New Haven 

Arthur Atkins & Co., N. Y........ 111 
Stuyvesamt 

Arthur Atkins & Co., N. Y........ 192 
U.S. F. G. 

Casrtis & Saneot. N.Y... ccc cccdee 305 
U. S. Fire Ins. Co. 

Arthur Atkins & Co., N. Y.......- 235 
Victory Insurance Co. 

Wheeler & Co., Philadelphia....... 21 
Westchester Fire 

Beemer a GO... IN, Vacccccsccsss 68 

Arthur Atkins & Co., N. Y........ 67 

}.. Be. Race, Jr:, & Geis Wa Y 6c 5500: 67 

Curtis & Sanger, N. Y............ 67 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford.......... 890 

Lewis & Co., Hartiord ...... 0066s. 890 
Aetna Insurance (Fire) 

Conning & Co., Hartford.......... 590 

Curtie & SGasiger, NoW .. 2 ccc neces 500 

Lewis &:Co:, Hertford)... ...5.5.8.% 590 
Aetna Life Ins. Co. 

Conning & Co., Hartford.......... 635 

Curtis & Sanger, N. V....... 06. 630 

Lewis & Co., Hartford............ 635 

MeKinles & Co... NM. Vive. «occ cceis 635 
Automobile Insurance 

Conning & Co., Hartford.......... 240 

Lewis & Co,, Hartiord ......5..... 240 
Conn. General Life 

Arthur Atkins & Co., N. Y........ oe 

Conning & Co., Hartford.......... 1680 

Lewis & Co., Hartford............ " 1680 
Hartford Fire 

Conning & Co., Hartford.......... 595 
Hartford Steam Boiler 

Conning & Co., Hartford.......... 689 

Lewis & Co., Hartford............ 680 
National Fire 

Conning & Co., Hartford.......... R39 

Lewis & Co., Hartford............ 830 
Phoenix Insurance 

Conning & Co., Hartford.......... 625 

Custis & Sanger, N.Y... cc cecccs 639 

Lewis & Co., Hartford............ 625 
Travelers Insurance 

Conning & Co., Hartford.......... 1359 

Lewis & Co., Hartford............ 1350 


NEW ENGLAND STOCKS 
American Investment Securities Co. 


Chas. A. Day & Co., Inc., Boston. . 10 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston. . 15 
Boston Insurance 

Lewis & Co... Hartited). ii. cceicce 7 

Chas. A. Day & Co., Inc., Boston. . 650 


Capitol Fire Ins. Co. 
Chas. A. Day & Co., Inc., Boston: 


IDE sc oon aks 6s koe a0 de We + 93 
CUE oa. doo bt ods eae 280 

Columbian National Life Ins. Co. 

Chas. A. Dav & Co., Inc., Boston. . 225 
Conveyancers Title Ins. Co. 

Chas. A. Day & Co., Inc., Boston. . 100 
Mass. Bond & Ins. Co. 

Chas. A. Day & Co., Inc., Boston. . 412 
Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston. . 35 
New England Fire 

Chas.A. Day & Co., Inc., Boston... 40 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston. . 350 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston. . 259 
Providence-Washington 

Arthur Atkins & Co., N. Y........ 399 

Chas. A. Day & Co., Inc., Boston. . 395 
Springfield Fire and Marine 

Chas. A. Day & Co., Inc., Boston. . 600 
United Life & Accident Ins, Co. 

Chas. A. Day & Co., Inc., Boston. . 38 

t+ New stock. 






Offered 
73 


74 
75 


"900 
600 
600 
645 
640 
645 
645 
250 
250 
1720 
1725 
605 


R40 
840 


635 
635 
1370 
1370 


11 
25 


45 
43 
365 


620 


43 


Insurability—Prognosis and Selection 


I have spent the last two weeks in making a 
cursory examination of Insurability—Prognosis 


and Selection. 


I have gained enough already to 


convince me that this is just the book I have 
been looking for, and anybody, engaged in the 
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underwriting or selling of life and accident and 
health business will find this book of real value 
and to be of great help to them in their voca- 
tion. Since I have it in my possession I would 
not be without it. The book is worth every 
cent it sells for—W. E. Lorp, Cincinnati. 


Leo E. Thieman Writing Insurance Pub- 
licity Series 

Leo E. Thieman, of the Casualty Information 
Clearing House, Chicago, is writing a series 
of insurance publicity articles for the Hotel 
Bulletin. The object of the series is to give 
the hotel proprietor suggestions for guidance 
in economic and accurate purchase of indemnity 
protection. The series, of which the first article 
has already appeared, will deal with all kinds 
and classes of insurance. 


New York Indemnity Appointments 

The New York Indemnity Company has an- 
nounced the appointment of the following 
agents: Walls and Walls, general agents for 
surety in Bedford, Indiana; and Lester B. Mc- 
Bride, general agent for surety at Rutherford, 
New Jersey. 





Hartford Insurance 
Stocks 


We specialize in Hartford Insur- 
ance Stocks and recommend the 
purchase of Aetna Life Insurance 
Company at present prices. Analy- 
sis of this Company sent on re- 
quest. 


MARKHAM & COMPANY 
Insurance & Bank Stocks 


15 Lewis Street 
Hartford, Conn. 











Insurance Stocks Wanted 


Boston 
Conservative Life 
Glens Falls 
Lincoln 
New England 
New Hampshire 
Rossia 


CHAS. A. DAY & CO. 


Incorporated 
Sears Bldg. 
Established 1904 


Boston 
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ly Premium plan. 





Same Rates for Males and Females. 


Double Indemnity and Monthly Disability Income features for 


Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 


Re 


ADAMS ST. 


- 
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Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


























ARKANSAS 


The Land of OPPORTUNITY 
For Men and Women who seek liberal Agency 


Contracts with a Progressive Company. 


J. W. Middleton, Jr., is our Manager for West- 
ern Arkansas and Eastern Oklahoma, with 
present headquarters at 


Mena, Arkansas 


Write him in confidence and let your 
first letter tell what you can do. 


surermaaassecesssesnsniceaerreesesstct 
qmataaeneaene yeaa 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE INSURANCE C0. 


Shreveport, La. 
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ONE HUNDRED MILLION 


Insurance in Force 


THE COLUMBUS MUTUAL 


expects to reach this goal of all young companies 
early in August. 


The Company has operated under the original of- 
ficers almost without change for nineteen years. 
All business on our books has been placed there 
DIRECT BY OUR OWN AGENTS. No consoli- 
dations have been made with other companies. No 
pools have been entered into. NO REINSUR- 
ANCE has been accepted. 


The Company, the Agency Contract, the 
Agency Service, the Policy Contracts and 
the Cost of Insurance are EXCEPTIONAL. 


If you are seeking a connection and desire to work 
under ideal conditions come with us and help place 
the Second Hundred Million on our books. 


The Columbus Mutual Life Insurance Co. 
Columbus, Ohio 


Cc. W. BRANDON, Pres. D. E. BALL, Vice-Pres. & Sec’y. 
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Why She Changed Her Mind 


Anyone who had seen Eleanor step lightly 
from Harold’s long blue roadster in front of 
her small, rather shabby home would have won- 
dered at the bored expression on her pretty 
face as she thanked the smiling young man for 
driving her home from business college. Since 
the death of her father, Eleanor had studied 
stenography and every afternoon Harold, her 
wealthy young suitor, drove her home from 
school in one of his father’s expensive cars. 
At the door he lingered a moment and would 
have stayed if he had heard anything that 
sounded like an invitation. 

Eleanor found her mother studying some 
papers and bills on the table in the living room. 
Mrs. Nichols’ face was tired and worried after 
a strenuous day downtown. 

“Dearie,” she said without looking up, “why 
didn’t you ask Hal to come in? He’s been very 
nice to you lately, and you know what his 
people are.” 

“But he’s such a bore, mumsie,” declared 
Eleanor, dropping her short-hand note-books. 
“His folks may be rich all right, but that doesn’t 
improve him, with his pasted hair and sporty 
clothes. I’m sick of hearing about his motors 
and yachts and clubs. The best club for him 
is a broomstick. He doesn’t know what a hard 
day’s work is. Did Austin call up today?” 

“Yes, dear, he said he would be here soon 
after dinner,” Mrs. Nichols stopped her work 
to remonstrate with her daughter: “Come here, 
Eleanor; tell me what attraction you see in 
that young man. You are old enough to stop 
wasting your time with a lot of ne’er-do-wells. 
Austin will not be able to support a wife for 
many years.” 

“And I will not marry for many years, 
mother dear. I don’t believe you realize how 
much I really care for Austin. He’s doing very 
well selling real estate and thinks we could 
live on his salary until he gets an increase. 
I promised to let him know tonight whether or 
not I would marry him.” 


THe DILEMMA 


Nothing could have surprised Mrs. Nichols 
more than this announcement by her daughter, 
for she had never even dreamed of the girl 
being in love. Immediately she became excited 
and exclaimed: 

“Why, Eleanor, are you really in earnest?” 

“Yes, mumsie, you know I’m almost twenty, 
which is plenty old enough for a girl to marry 
and make a home for herself.” 

“But what will become of your mother, 
dearie? There’s the mortgage on this house, 
and I have only a little to live on. Austin can- 


By James Cary Hawes 


not support both of us.” Tears came to Mrs. 
Nichols’ eyes and she began to sob: “Oh, if I 
had only let your father insure his life before 
he was taken ill. He begged me and the agent 
begged me, but I didn’t think anything would 
happen to us so soon. What can we do about 
it?” 

“Don’t cry, dear little mumsie.” Eleanor sat 
beside her mother, patting her heaving shoulders. 

“You know I care more for you than any- 
body in the world. Dll do just whatever you 
say. Austin will have to marry somebody else 
or wait until he can pay off our old mortgage. 
I do love him mother, but I love you lots and 
lots more, you know that all right. Now dry 
your eyes and we'll talk about this old mort- 
gage business and how we'll make ends meet. 
No, let’s eat supper first, so we'll feel more 
like thinking.” 

Before they had finished eating and clearing 
away the dishes, Austin arrived and was taken 
into the little parlor, where Eleanor lighted the 
gas log and sat beside him in the firelight. 

“T have to go back to the office in a few 
minutes to finish up some work,” he said. “Just 
dropped in because I couldn’t sleep without get- 
ting your answer tonight.” . 

“My answer must be ‘no,’ Austin.” For a 
moment she gazed wistfully into the flames. 
“You see I have mother to care for, and it 
would be like placing a double burden upon 
you.” 

“But I love you Eleanor. I'll never be happy 
without you, no matter how many mothers you 
have to support. The sooner we’re married the 
sooner I’ll get my mind on my work and be 
successful.” 

“No, Austin, I’ve decided that it wouldn’t be 
fair to you to place so much on your shoulders. 
There’s a mortgage on this house, and I’m go- 
ing to finish my shorthand course and go to 
work. We're both young, you know. Besides, 
I must think of mother’s wishes first.” 


A CHANCE FoR WEALTH 


For a few minutes he argued in vain and 
then left, promising to return Sunday night. 
The following afternoon Harold again drove 
Eleanor home from school, this time in a large 
shiny sedan with liveried chauffeur. All the 
way home she was thinking of Austin, in spite 
of the sleek young man sitting close beside her. 

“Little girl,” said Harold, seizing her hand, 
“I love you too much to let you go to work. 
Marry me and let me make a comfortable home 
for you and your mother. Say you will—won’t 
you?” 

Eleanor: pondered a moment as if arguing 
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the question with herself. “Hal,” she said after 
making up her mind, “I'll give you my answer 
tomorrow night. Mother and I will talk it over 
tonight. Thanks so much for driving me home.” 

When she entered the house her mother was 
getting supper. “Mumsie,” she sang out cheer- 
fully, “Hal proposed to me again today and I 
told him I’d think it over till tomorrow. He 
wants you to live with us in a new home.” 

“Oh, dearie,” exclaimed her tired mother, 
taking bread from the oven, “won’t that be won- 
derful to live with servants and automobiles 
and no mortgages?” 

It was several minutes before Eleanor spoke. 

“But mother, what about Austin? He can’t 
be tossed aside like a toy. I haven’t told Hal 
I’d marry him, because I love Austin and always 
will love him. Mumsie, which is the worst—to 
be in love or broke? I’m both.” 

“But you would soon learn to love Harold 
as much as Austin, dear. His family stands so 
well in the upper circles and is immensely 
wealthy.” 

Eleanor kissed her mother as they sat down 
to eat. “Well, mumsie, I believe I’ll just make 
up my mind to try to love Hal for your sake. 
I’ll tell him ‘yes’ tomorrow if you think best, 
so quit worrying about the old mortgage and 
bills.” 

Late that night Eleanor lay awake in bed 
trying to reconcile herself to accepting Har- 
old’s proposal and to forgetting Austin. But 
Austin refused to remain out of her thoughts 
no matter how hard she tried to concentrate on 
Harold. 


A HussBanp’s WIspomM 


After she had gone to business school the 
next morning her mother was sumoned by tele- 
phone to come to the bank. Immediately Mrs. 
Nichols thought of the mortgage and rushed 
into the banker’s office with: 

“Oh, Mr. Stone, are you going to foreclose 
the mortgage?” 

“There is no mortgage now,” he replied, smil- 
ing. “You have a neat sum to your credit in 
the bank.” 

“What do you mean, Mr. Stone? I don’t 
understand.” 

‘Do you remember the time a life insurance 
agent called to write a policy for your husband 
and you refused to permit him to do so?” asked 
the banker, determined to teach Mrs. Nichols 
a lesson. “Well, your husband was wiser than 
you and bought the policy against your wishes, 
naming this bank as beneficiary to handle the 
proceeds of the policy for you in event of his 
death. With this life insurance we have paid 
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the balance on the mortgage and placed the re- 
mainder to your credit in the bank” 

As he finished she broke into tears and be- 
tween sobs said: “Oh, my dear John was always 
so thoughtful and good, and I was so foolish to 
object to life insurance. How can I ever thank 
you and that kind agent for what you have done 
for Eleanor and me?” 

Harold did not drive Eleanor home from 
school the next afternoon, because she left 
school that morning. When Austin called the 
following Sunday her answer was “yes,” and he 
is still wondering why she changed her mind. 


The Big Producer—How He Does It 

Leon Gilbert Simon, a representative of the 
Equitable Life, has unquestionably made a suc- 
cess of the life insurance business. He is now 
in the “millionaire” class. 

His early introduction to the life insurance 
business came after a reverse in his chosen occu- 
pation—that of a manufacturer. When the idea 
of selling life insurance was grst broached to 
him he refused because of his unfortunate ex- 
perience with agents who had called upon him. 








agents 
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He had no intention of becoming a “pest.” 
However, the agency manager was able to con- 
vince him that the kind of insurance man who 
was a “pest” was a discredit to the business, but 
that the man who knows insurance and sells it 
properly is performing a service. 

Mr. Simon began a systematic study of the 
buSiness; investigated the “how and why” of 
insurance; read all the books he could get his 
hands on, on salesmanship, history and funda- 
mentals. He saw the application of insurance 
to taxation—inheritance and other taxes, and 
began to specialize in this. 


He analyzed the causes of failure of life in- 
surance men, and found them to be mainly that 
they lacked technique. The could not explain a 
policy, how the premium was calculated or the 
various clauses in a policy. He also discovered 
that most failures were caused by lack of 
physical energy and by attempting to force a 
closing. 

After three months of hard study he felt that 
he had acquired sufficient knowledge to make a 
start, but made a firm resolve to continue the 
study of the business. 





We have six new terri- 
tories for six good men 
under real general 


Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 
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Getting to see people he decided was a matter 
of salesmanship, and that it resolved into three 
methods, advertising, sales methods and cold 
canvass, and he resolved to try all three. 

He first tried letters to a list of names which 
he thought worth while. All the letters were 
personal and no two were alike. They were 
well typed on good paper and never ran more 
than half a page. Half of the letters drew re- 
plies and these fell into three classes. 


(1) Those who were interested and said he 
might call at his convenience. 

(2) Those who were interested but stipulated 
that particulars be given by mail. 

(3) Those who said they did not want more 
insurance or were not interested. This class 
was small. 


He felt that the third class, in spite of their 
protestation of disinterestedness, were interested 
because they had made a reply. To these he 
sent a courteous answer saying he hoped they 
might be interested in the future and filed their 
cards away to be called on a month or two later. 

To those of the second class he sent a reply 
by letter believing that business men like to 
believe they can correspond with an insurance 
representative without danger of his taking 
courtesy as a sign of weakness and camping on 
the premises. 

Those of the first class he called on imme- 
diately without making any appointment, be- 
lieving that if he tried to make an appointment 
he would be put off, as he found to be the case 
in several instances. 

Where replies by mail were requested he fol- 
lowed up the reply by telephone, and rarely 
found any man desiring to adhere to the original 
plan of conducting the business through the 
mail. 

He also inserted advertisements in various 
financial papers, simply stating that he was in a 
position to discuss new insurance contracts. He 
offered himself as a sort of insurance bureau. 
From this source he secured 18 per cent of his 
business. 

“During the first six months I limited myself 
to four calls per day, for I wanted to preserve 
my freshness and also to have time to study the 
why of each case that I failed to write. Dur- 
ing the second six months I doubled the num- 
ber of calls and also doubled the business 
written.” 

The lessons to be gathered from this resumé 
of Mr. Simon’s methods is that in order to be 
a success one must know his business, which re- 
quires constant study. When you have some- 
thing to say—a real story to tell—people will 
listen to you and respect the advice you give. 
System is absolutely necessary to success, even 
with the best of writers. No man is too big a 
producer, not to require a system on which to 
work.—The Nalaco. 








THE SERVICE LIFE INSURANCE COMPANY 


LINCOLN, NEBRASKA 








34 





Aug 


In: 
surat 
and 
in its 

Mc 
fits, 
death 
inspe 
neces 
ance 
surar 
parat 
incre 
becor 
for 1 
intim 
appli 
tion 
may 
seem 
one | 
man 

Th 
aston 
cult 
was 


Th 
pairn 
with 
intro 
no m 
have 

Sit 
in th 
sand: 
medi 
phys 
that 
on tk 
This 
cants 
woul 
pairr 
usua 
sons. 

M. 
gard 
value 
the 
of cc 
one 
inspe 
most 
all is 
in w 
all 1 
aver: 
as tl 

Or 
adve 


aes. 


by } 
Natic 
Tues 








‘hursday 


; a matter 
into three 
and cold 
ree. 

nes which 
ters were 
hey were 
ran more 
drew re- 


1 said he 
stipulated 


ant more 
his class 


of their 
nterested 
these he 
ped they 
led their 
wo later. 
a reply 
like to 
nsurance 

taking 
ping on 


1 imme- 
ent, be- 
intent 
the case 


he fol- 
| rarely 
original 
igh the 


various 
ras ina 
ts. He 
bureau. 
- of his 


myself 
reserve 
idy the 

Dur- 
> num- 
usiness 


“esumé 
to be 
ich re- 
some- 
le will 
| give. 
, even 
big a 
ich to 








August 18, 1927 


THE SPECTATOR 





LIFE INSURANCE EDUCATIONAL SECTION 


Inspection service is the fraternals’ own in- 
surance against fraud and against premature 
and excessive loss, which is the strongest point 
in its favor. 

Modern life insurance, with its disability bene- 
fits, double indemnities in case of accidental 
death, and non-medical features, has made the 
inspection report more important and more 
necessary than ever before. When life insur- 
ance only was written by the societies and in- 
surance companies the inspector’s job was com- 
paratively easy but the new features greatly 
increase his work. Occupational hazard has 
become of vital importance and it is necessary 
for the inspector in every instance to obtain 
intimate details of the exact duties of each 
applicant. The applicant who gives his occupa- 
tion as yard foreman for a railroad company 
may prove to be a switchman. The difference 
seems slight but I am informed that it costs 
one hundred per cent more to carry a switch- 
man than a yard foreman. 

The liquor hazard has assumed new and 
astonishing proportions and is much more diffi- 
cult to detect than when liquor as a beverage 
was sold legally. 


HEALTH IMPAIRMENT 

The history of present and past health im- 
pairment has always been of major importance 
with us. We have always stressed it and the 
introduction of non-medical insurance makes us 
no more careful in this respect than we always 
have been. 

Since the adoption of the non-medical plan 
in this country we have inspected many thou- 
sands of risks who received policies without 
medical examination and have reported many 
physical impairments but I am of the opinion 
that we find a greater number of impairments 
on those who have been examined by physicians. 
This is sometimes due to the fact that appli- 
cants conceal past history which, if stated, 
would enable the examiner to report an im- 
pairment which might not be detected by the 
usual examination. There are also other rea- 
sons. 

Many underwriters have stated that they re- 
gard the inspection report as having greater 
value in connection with the consideration of 
the risk than the medical examination. That, 
of course, is an extreme view. The president of 
one company told me that he prefers a good 
inspection report to a medical examination, in 
most cases, but there’s the rub. We know that 
all inspection reports are not good in the sense 
in which he used the word any more than are 
all medical examinations. The quality of the 
average inspection report is probably as high 
as that of the average medical examination. 

One of the life insurance companies which 
advertises “No Non-Medical, Group or Sub- 


—This article is extracted from a speech delivered 
by Mr. King before the annual convention of the 
National Fraternal Congress at Boston, Mass., on 
Tuesday of this week. 





By Joun J. Kine 
Vice-President, The Hooper-Holmes Bureau 


Standard Business Written” adds the follow- 
ing : 

“Membership in this company demands evi- 
dence that the physical condition of the appli- 
cant is substantially on an equality with the 
condition of existing members at the time they 
were admitted. Any departure from this prac- 
tice jeopardises the equity of membership and 
is a discrimination against existing members. 
Medical examination is a distinct advantage to 
the applicant in the interest of his continued 
good health.” 


This company also obtains an inspection re- 
port on every applicant. 

The whole present trend in life insurance is 
toward the extension of inspection service. It 
is the service of the future in selection. 

The Commonwealth of Massachusetts num- 
bers among its officials a very capable and 
energetic Registrar of Motor Vehicles, Hon. 
Frank A. Goodwin, whose slogan is “Make the 
Highways Safe.” With the cooperation of other 
state departments he has accomplished some 
constructive results, not the least of which is 
the large number of arrests and convictions of 
automobile drivers who violate the motor ve- 
hicle laws. 


Liguor Hazarps 

Can you imagine a more undesirable risk for 
life insurance than one who drives an automo- 
bile while under the influence of liquor? Such 
statistics are compiled weekly by the office of 
Motor Vehicle Registrar Goodwin and consti- 
tute a distinct service to the citizens of the 
State as well as to all insurance organizations 
operating here. There are now many thousands 
of these records and copies of all of them are 
filed in our Boston office, where the informa- 
tion they contain is immediately available in 
connection with our inspection reports. 

Some of the other states are following the 
Massachusetts practice in this respect and 
through each of our branch offices we avail 
ourselves of these records. 

Dr. H. W. Dingman in his new book en- 
titled “Insurability Prognosis and Selection,” 
published by The Spectator Company, has a 
chapter on “Non-Medical, the Examiner Ex- 
cluded,” in which he says in part: 


As we consider non-medical, the question pre- 
sents, why is a medical examiner? What is his 
value in determining insurability? He is, of 
course, one of five usual sources for informa- 
tion: the applicant himself, the agent, the medi- 
cal examiner, the inspector, the home office un- 
derwriter. But being one of five selectors does 
not imply that his value is one-fifth. 

We may wonder if it is not an asset that the 
examiner acts as company representative in 
cross-examining the applicant. It is. If all ex- 
aminers recognized the asset they can be in 
this regard, there would be no non-medical. 
Examining service would be too valuable to dis- 
pense with. But many examiners, too many ex- 
aminers, take the attitude that they are re- 
corders of what is told them rather than de- 
terminers. Language can be used to conceal 
information, as well as reveal. A voluble appli- 
cant may be concealing pertinent personal his- 
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Inspection of Risks 


tory behind a wordy barrage, and if the ex- 


_ aminer acts as a medical recorder only he in- 


cludes much irrelevant matter and the applicant 
has bested him in a duel of wits. . 
Some years ago in the handling of its work 


for the fraternal societies, the Hooper-Holmes 
Bureau learned of another form of inspection 
service which could be used to very substantial 
advantage by some of the societies. I refer to 
the inspection of risks already on the books, 
particularly in those cases in which the latter 
in part have been acquired through reinsurance 
or merger. These risks the society may think 
it important to classify as good, fair or poor. 
This is a distinctive service known as the “in- 
spection survey” and is furnished under a spe- 
cial contract which calls for the inspection of 
the entire membership. Already more than one 
hundred thousand reports of this character have 
been made by the Bureau and contracts are now 
under way for another hundred thousand. 


VALUE OF REPORTS 

The value of the inspection report in risk 
selection has been clearly demonstrated by our 
experience in the investigation of death and 
disability claims. The inspection work of the 
Bureau since its inception and for several years 
thereafter consisted almost entirely of claim 
investigations and adjustments. In a very large 
proportion of these cases we found a history of 
serious physical impairments which had been 
concealed in the application and which, had they 
been known to the insurance carrier would have 
caused the rejection of the application. All of 
those risks had been examined by the local 
medical examiner but the adverse information 
was not uncovered. Much litigation followed 
our investigations—too much. We always in- 
quired why investigation had not been made 
before the applicant was accepted and why the 
examiner did not detect the impairments. 

The inspection report undoubtedly is of sub- 
stantial aid in making careful selection of risks. 
Careful selection means low mortality and mor- 
tality savings are what the fraternal societies 
need in order to advance the many splendid 
activities advocated by the fraternal system. 





Fundamentals for Fieldmen 

“Fundamentals for Fieldmen” is the title of 
the latest compilation of educational matter 
published by the American Central Life Insur- 
ance Company, Indianapolis, for its represen- 
tatives. The book is the product of more than 
eighteen months of intensive work, collecting, 
writing, testing, editing, and collecting. It epi- 
tomizes the evolution of the company’s various 
selling plans and sales tools as developed 
through the past ten years of experience. 


Lapses 
Do business at all times of the year. Our 
anti-lapsing leaflet “Personal” should have your 
immediate reading. Companies and agents need 
it. Sample free. 
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UNITED STATES VERSUS ENGLAND 
Walter C. Hill Contrasts Methods of In- 
surance Operations 
Cuicaco, Itt., August 16—An interesting 
contrast between insurance methods in the 
United States and England is presented by 
Walter C. Hill, vice-president of the Retail 


Credit Company of Atlanta, one of the leading * 


inspection agencies for insurance companies in 
this country. As a result of an investigation 
of insurance conditions in England, Mr. Hill’s 
company decided not to extend its service to 
that country. The reason back of this decision 
was the conclusion that England was not ready 
for the kind of service offered. 

The reports of the Retail Credit Company 
deal largely with the moral hazard and usually 
supply confidential information with which the 
agents are not acquainted. 

In England Mr. Hill found no limitation for 
agents for fire business; that when a risk is 
offered the property holder must answer a long 
questionnaire; and that the agent is usually 
well acquainted with him. As to life insurance, 
he found that it is largely “bought,” not “sold” 
and that the business is handled by insurance 
consultants rather than salesmen. 

Here also there is a drastic selection at the 
source of the business, which American insur- 
ance heads have described as “good underwrit- 
ing.”. Here also the agent is so thoroughly 
acquainted with the client that he is able to give 
all of the pertinent information. Mr. Hill also 
found that there is not nearly so much life 
insurance sold and therefore there is not such 
a demand for investigations. 


“INSURANCE TRUSTS” 
New Book of Service to Life Underwriters 
Is Highly Commended 
The Spectator Company are sole selling 
agents for the new and valuable book entitled 
Insurance Trusts, of which the author is C. 
Allison Scully, vice-president and trust of- 
ficer of the National Bank of Commerce in 
New York. Concerning this excellent aid to 
life insurance men Life Association News 
makes the following commendatory remarks: 


Insurance Trusts, a manual for attorneys and 
life underwriters, by C. Allison Scully, vice- 
president and trust officer, National Bank of 
Commerce in New York. This is a new and 
very able book on the important subject an- 
nounced in the title. 

The chapters treat of funded and unfunded 
trusts, the advantages of the insurance trust, 
the mutual interest of the insurance company 
and the trustee, the legal aspects of the insur- 
ance trust, matters requiring the underwriters’ 
and lawyers’ attention after execution, ques- 
tions of taxation, and specimen forms of insur- 
ance trust agreements. 

This work is especially strong in the legal 
and tax phases which are generally applicable 
in all States though the New York provisions 
are particularly emphasized as, for example, 
concerning the trustee’s compensation, the rule 
against accumulations and the effect on taxes. 

The chapter in relation to taxation is partic- 
ularly enlightening. Other important matters 
which are generally not treated in smaller vol- 
umes on this subject (there are only 90 pages 
including the forms) are control of policies by 
the trustees, the possible termination of the 
policies during the life of the insured and the 
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accumulation of dividends rather than their pay- 
ment in cash. 

The possibility of the control of investments 
by the creator of the trust and of making poli- 
cies paid up by acceleration so that the trust 
might then pay income to its beneficiaries in the 
old age of the insured might perhaps well be 
worked out further. 

In spite of the natural emphasis on matters 
pertaining particularly to the State of New 
York, this work should be of value to trust 
officers and underwriters everywhere, who are 
interested in this subject of such growing im- 
portance. 


National Life Underwriters Gain Mem- 
berships 

The National Association of Life Under- 
writers has announced that there was an in- 
crease of 109 in its membership last year. On 
June 30 the membership totaled 15,140, as com- 
pared with 15,031 at the close of June in 1.926. 
Of the 193 associations connected with the Na- 
tional Association, 100 showed increases in 
membership. 





WE WANT LIVE WIRE 
INSURANCE MEN 


Highest commissions paid to 
those who can produce and organ- 
ize a territory. We give better 
and more protection for the same 
money than any other company; 
also better service to policy 
holders and agents. 


If you can produce, we need you 


INCOME 
GUARANTY COMPANY 


South Bend, Indiana 








The Verdict 


Your success as an underwriter de- 
pends upon the verdict brought in by the 
greatest jury in the world—the American 
public. For seventy-six years the Mas- 
sachusetts Mutual has been building up | 
a nation-wide reputation. Its friends 
are everywhere and are ever ready to 
testify to the efficient service that it 
always renders. There is no better 
company to buy from and none better to 
represent in the Field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


MASSACHUSETTS MUTUAL LIFE 
INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


More than a Billion and a Half 
of Insurance in Force 


Thursday 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$4,696,313.08 on Deposit with the 
Indiana Insurance Department 


$567,115.17 Surplus Protection to 
Policyholders 


$45,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW’ RATES, 
DISABILITY CLAUSE, UBLE INDEM- 
NITY PROVIS MONTHLY INCOME, 
GUARANTEED 'SELTLEMENT TS. 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS, TENNESSEE, TEXAS, {OWA 
AND CALIFORNIA. 


A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 























North American 
National Life 
Insurance 


Co. 


Tennessee 


Nashville, 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


Chas. M. McCabe, President 
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The Proposed Health Foundation 


By Freperick L. Horrman, LL. D. 


Consulting Statistician, Prudential Insurance Company of America 


The last Congress failed to take action on a 
measure of far-reaching public value proposed 
by Senator Joseph E. Ransdell of Louisiana. 
The measure contemplated the establishment of 
a Federal Health Foundation with privileges 
to attract endowments or gifts from private 
persons, somewhat corresponding to the Smith- 
sonian Institution. The measure should appeal 
to life insurance companies particularly, as sug- 
gesting lines of research of profound interest 
to all policyholders. It would not be in conflict 
with the hygienic laboratory of the United 
States Public Health Service, but would have 
its activities closely coordinated with that body. 
Recently, a somewhat similar plan, in a more 
restricted direction, has been proposed by Dr. 
Charles Holmes Hertz, research adviser to the 
Chemical Foundation. Dr. Hertz points out 
that “There is a vast field for research in the 
chemical reactions of the ultimate cell in the 
human body. There is the seat of your sick- 
ness or your health.” He refers to the sugges- 
tive remarks by Professor Voronoff of Paris, 
who claims that a vigorous life of one hundred 
and twenty-five years is reasonably within reach. 
The theories of Dr. Voronoff rest upon gland 
operations, involving a thousand human experi- 
ments, amplified by much more extended experi- 
ments on animals. 


An IpeaAL AHEAD 


While much of this may be conjecture it does 
contain the germ of a possible achievement. In 
the words of Dr. Hertz, “The whole world was 
thrilled with the report of the discovery of in- 
sulin, but it is not a cure for diabetes. The 
treatment must be continued. We are not down 
to the root of diabetes yet, because research has 
not been fundamental. Bacteriology has come 
to its chemical stage. We don’t know the first 
thing today of the chemical poisons in bacteria 
and the poisons are what do the harm. Every 
hospital in the country will in time realize the 
fact that it has been neglecting chemistry; or 
more accurately bio-chemistry.” 

Furthermore, Dr. Hertz points out that 
“Congress recently appropriated $10,000,000 for 
saving the corn crop of the country from the 
favages of the corn borer. But Congress ap- 
Propriates annually only $10,000,000 for our 
Public Health Service, most of which must be 
spent in protecting the country against an in- 
flux of disease through our ports. Only a tri- 
fling amount of this sum is at present available 
for fundamental research on problems of every- 
day sickness. The average citizen recognizes the 
great value of science in the creation of wealth, 
but he is content to accept sickness as one of 
the necessary evils of life, and we pay $1,015,- 
000,000 a year for drugs, doctors and hospital 
service.’ Hence Dr. Hertz makes a proposal, 
Corresponding to the one by Senator Ransdell, 
in the words that “it is high time for nation- 


wide cooperative financing of that fundamental 
research for better health which all achieve- 
ments of science confirm to us must be ulti- 
mately successful.” 


CANCER RESEARCH 

Of no line of research is this more true than 
of cancer, which at present is seemingly hope- 
lessly lost in a maze of animal experimentation. 
Many students of the cancer problem are con- 
vinced in its last last analysis that it is largely 
a bio-chemical question which, for a solution, 
depends upon quite different lines of research 
than those generally followed. 


The same may be said of statistical research 
into the phenomena of cancer occurrences. The 
truth concerning many debatable questions can 
only be brought to light by a study of cancer 
as a collective phenomena or by mass observa- 
tions. For such research, no adequate financ- 
ing at the present time is feasible. Persons of 
wealth who give readily to cancer research are 
indifferent to the immense possibilities of quali- 
fied statistical investigations into the causative 
or conditioning factors responsible for the more 
specialized aspects of malignant diseases. Sta- 
tistics have been of enormous help in the de- 
velopment of sanitary science in the study of 
diseases of an infectious nature. Statistics like- 
wise should be of equal value in the study of 
diseases of a more obscure origin, particularly 
such as effect, in chronic form, the advanced 
period of adult life. 

The proposal for a comprehensive Federal 
campaign against the unconquered enemies of 
human health was introduced into the United 
States Senate on July 2, 1926 in an extended 
address by the Hon. Jos. E. Ransdell, Senator 
from Louisiana. This address is an admirable 
contribution to the literature to arouse a con- 
sciousness on the part of the public mind which 
still laments the possibility of health improve- 
ment based upon strictly scientific methods of 
research. 


Senator Ransdell is of the opinion that “A 
great chemico-medical research laboratory, fully 
equipped to cope with all diseases that afflict 
mankind, where he can carry on his important 
work fruitfully and m unlimited way, is the 
need of the American scientist.” 

He explains that “our lagging in the matter 
of medical research has not been the result of 
the inefficient mentality of our scientists, but, 
on the contrary, the lack of facilities and the 
discouraging insufficiency of funds to stimulate 
recruits in science.” Of course, this is going 
rather far when -probably no country in the 
world has more money available, and in no 
other country has more been done in medical 
research than in the United States, but at the 
same time the problem which demands solu- 
tion is considerably larger than is generally 
assumed to be the case, in medico-actuarial re- 
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search particularly. A wide field of inquiry has 
only been touched on the fringe. 


Mopern DIET 

Regarding the single question of a nutritious 
diet adapted to the modern needs of a popula- 
tion much less active in physical pursuits than 
the generations of the past, we require research 
that will establish beyond doubt, the truth or 
falsity of the many current contentions that our 
modern diet is seriously deficient in certain vital 
elements essential to health and normal meta- 
bolism. Senator Ransdell is entirely sound in 
his point of view that a higher type of re- 
search should be carried along on a much larger 
measure than has heretofore been provided by 
the Federal Government. It is important, how- 
ever, to keep in mind that the hygienic labora- 
tory of the United States Public Health Service 
is already engaged in many lines of inquiry 
which should not be overlooked. 

The bill introduced by Senator Ransdell un- 
der date of July 1, 1926, bears the title “A bill 
to establish a national institute of health, to 
authorize increased appropriations for the 
Hygienic Laboratory, and to authorize the 
Government to accept donations for use in 
ascertaining the cause, prevention and cure 
of diseases affecting human beings.” This 
bill may be stated as broadening the plan 
and scope of the Hygienic Laboratory and fa- 
cilitating a more active campaign in certain 
directions on the part of the public health ser- 
vice. The national institute of health would 
be under the administrative control of the sur- 
geon general of the Public Health Service, but 
it would seem to follow closely the line of the 
Smithsonian Institution, being authorized to 
accept grants of money from wealthy individuals 
who would feel more secure in the economic 
administration of their gifts than if the money 
were turned over to private health promoting 
organizations. Gifts amounting to $500,000 or 
more would be permitted to bear the name of 
the donor. What Senator Ransdell seems to 
have in mind is the establishment of a highly 
endowed health foundation under direct control 
of the Government. There is very much to be 
said in favor of such a proposal, for the Gov- 
ernment is clearly cognizant of the needs of 
the situation and has at all times invariably 
greater power to carry out its projects than 
private individuals or corporations. 


APPROPRIATION OF $5,000,000 SuGcESTED 

As an ultimate step towards the establishment 
of such an institute, Senator Ransdell suggests 
the appropriation of $5,000,000 or as much 
thereof as would be necessary to carry out the 
intention of the law, particularly with respect 
to the acquisition of the site and the erection 
of the building, including furniture acd equip- 
ment for the use of such an institution. 

In addition thereto, his bill provides for 
$2,000,000 a year for five years to construct 
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new and larger quarters for the Hygienic 
Laboratory, including additional equipment and 
to acquire another site for same if deemed advis- 
able. Senator Ransdell here reveals the growth 
of the present day needs of the Laboratory, 
which has never had adequate financial sup- 
port or been treated with a sufficient degree of 
generosity. 

The Public Health Institute should be housed 
in a separate building which in its architecture 
would emphasize the principles of a temple of 
health. It should be the last word in sanitary 
equipment and provide adequate facilities for 
research of every kind, including the accumu- 
lation of priceless data on mortality, morbidity 
and hospital experience, which now, unfortu- 
nately, are everywhere going to waste. If such 
an institution were established, life insurance 
companies might, in course of time, deposit 
therewith some of their most valuable mortality 
and other records, including data on body build, 
etc. 

The institute should offer research fellowships 
on broader principles, rather than aim at a large 
gathering of permanent employees. It is much 
better to encourage higher specialized research 
on the part of especially skilled investigators 
who can undertake a given line of work and 
finish it, rather than to maintain an organized 
staff of specialists as is customary with most 
health foundations. 


INDUSTRIAL HyGIENE 

The United States Bureau of Labor Statistics 
has for many years encouraged the preparation 
of monographs on the part of individuals ex- 
ceptionally qualified for the purpose to the great 
advantage of the cause of industrial hygiene 
and laboratory welfare. The same principle 
should be followed by the Public Health 
Laboratory of the Institute of Public Health if 
established. In any event, the proposal by Sena- 
tor Ransdell is deserving of thoughtful con- 
sideration particularly on the part of life in- 
surance companies interested in the physical 
welfare and longevity of policy-holders, for 
such a centralized field of research and health 
promoting activities can not but profoundly in- 
fluence, in course of time, the general health of 
the American population. 


“Insurance Trusts” a New Book 


Insurance Trusts, distributed by The Spec- 
tator Company, New York, Sole Selling Agents, 
and Chicago. Price $3.00. 

The subject of life insurance trusts is more 
and more engaging the interest of trust officers 
of banks and trust companies, as well as of life 
insurance men and policyholders who wish to 
assure the disposal of their life insurance estates 
in accordance with their expressed wishes. In- 
surance trusts have become a signficant and out- 
standing class of business in the fields of trust 
service and life insurance. 

Those who are concerned with the phase of 
life insurance will find, in.the new book “In- 
surance Trusts,” a complete and comprehensive 
summary of all the various angles of such estate 
disposals. “Insurance Trusts” is written by 
C. Alison Scully, vice-president and trust officer 
of the National Bank of Commerce in New 
York and a member of the Bar in the Empire 
State and in Philadelphia. The author is an 
expert who has made a long study of the re- 
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quirements of trust arrangements of all forms 
and has had years of practical experience in the 
handling and administration of funds under 
such agreements. In the book, “Insurance 
Trusts,” he has produced a volume which is a 
textbook on the subject and places ready in- 
formation at the disposal of those interested and 
directs those who must deal with the topic in 
their business and professional lives to authori- 
tative sources from which detailed technical 
data may be procured. 

Some idea of the broad scope and use of this 
new book may be gained from a consideration 
of the following chapter headings: Funded and 
Unfunded Trusts; Advantages of the Insurance 
Trust; Mutual Interests of Insurance Company 
and Trustee; Legal Aspects of the Insurance 
Trust; Matters Requiring Attention of Lawyer 
and Insurance Underwriter After the Trust 
Agreement Has Been Executed; The Insurance 
Trust and Its Effect on Taxes; and Specimen 
Form of Insurance Trust Agreements. The 
book also contains specimen forms for the un- 
funded insurance trust, revocable, and the 
funded insurance trust, irrevocable. Rules ap- 
plying to insurance trusts are also fully dis- 
cussed.—The Southern Banker. 


Sprinkler Idea a Strong String 
(Concluded from page 21) 


reason for installing sprinklers on the easy- 
payment plan devised by manufacturers, and 
get the business on that argument alone. Others, 
being smart salesmen as well as progressive 
local agents, use “reduced insurance cost” as 
only one of the many advantages of automatic 
sprinkler protection. That is, they picture such 
equipment, not as so much pipe and fittings, but 
as a system which will: 

1. Guarantee non-interruption of the pros- 
pect’s business, thereby assuring continued pro- 
fits and guarding against the loss of customers 
who might “switch” in case: fire closed his 
plant. 

2. Guarantee the safety of the lives of all 
who work for him. 

3. Give him peace of mind as regards both 
his property and employes. 

Others who have been most successful in 
winning accounts via the automatic sprinkler 
route have been wide-awake enough to realize 
that prospects for such protection include, not 
only factories and big mercantile risks, but also 
such risks as churches, schools, hotels, clubs, 
residences, and other properties not ordinarily 
thought of as being in the commercial class. 
Even where there isn’t a chance to provide com- 
plete sprinkler protection for such risks, the 
agent will do well to recommend the installa- 
tion of such equipment in the basement at least. 

What this might save ‘the owners is well 
illustrated by a fire several weeks ago in Provi- 
dence, R. I., where an arson attempt was made 
on the Crown Hotel of that city, only to be 
frustrated by the operation of the automatic 
sprinkler equipment. 

The hotel’s fire started at 2 o’clock in the 
morning in a pool room in the basement. Sleep- 
ing in the hotel were 463 guests. The night 
clerk smelled smoke, sent a bell boy to investi- 
gate, and when the latter reported fire, an 
alarm was sent in. The fire department re- 
sponded promptly, and found the fire com- 
pletely extinguished by four of the billiard 
room’s forty automatic sprinklers. 
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As proving the efficiency of automatic sprink- 
lers, and the “luck” of the 463 guests asleep in 
the hotel, it should be mentioned that every 
pool and billiard table in the room in which the 
fire started was saturated with gasoline. Long 
strips of paper stretched from table to table— 
apparently designed to act as carrier of the 
blaze. All these centered upon a length of 
fuse, leading to a shelf upon which was found 
a detonating cap and a sybstance which the fire- 
men called dynamite. 

These evidences of arson never would have 
been found, and the firemen would have been 
looking in “white ashes” for the victims, save 
that the hotel’s automatic sprinklers “did the 
work” promptly, efficiently and without the help 
of human hands. 

How about risks of this character in your 
town? Are they already equipped, as they should 
be, with automatic sprinklers? 


Suggestions on Soliciting Insurance 

Solicit the young man who is anxious to save. 
Systematic saving is thrift, and the best ex- 
ample is found in life insurance protection. 

Solicit the man newly engaged in business 
for himself; his life insurance will be consid- 
ered as an evidence of thrift and dependability. 

Solicit the members of firms or the business. 
partnerships recently formed. : 

Solicit the man lately promoted or who has 
a new position or an increase in salary; greater 
responsibility needs adequate protection. 

Solicit the manager of a business corpora- 
tion; the loss of such a man would be consid- 
erable, and such risks must be covered. 

Solicit the newly engaged man; he needs. 
protection x 

Solicit the newly married mar: he certainly 
needs the protection of life insurance 

Solicit the merchant working on borrowed 
capital ; such insurance is an avenue of security; 
it is a big factor in the business world of to- 
day 

Solicit the investor needing protections for 
his deals; most investors really need protection. 

Solicit the man whose friend, neighbor or 
relative has recently died; he will be in a recep- 
tive mood insurance wise. 

Solicit the self-supporting woman; her in- 
dependence may be further established through 
the medium of life insurance. 

Solicit the partially insured man; it is only a 
matter of convincing him. The _ half-insured 
man is, in a way, only a half a man. 

Solicit the man who has recently mortgaged 
his property; life insurance will save it for his 
heirs in the event of his death. 

Solicit the man who has recently inherited 
money; life insurance offers for him the sate, 
sane and sure medium for conservation. 

Solicit any one who has not fully protected 
his dependents by carrying life insurance; no 
manly man would think to scurry from under- 
neath so great a responsibility. 


—American Banner. 
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LIFE INSURANCE EDUCATIONAL SECTION 


Life Insurance Nomenclature 


It is commonly known that life insurance 
terms are frequently misapprehended by laymen. 
Just who is responsible for this is a matter of 
no importance. The lexicographers have risen 
to the emergency and define them to the best 
of their ability according to the usage of the 
business. Perhaps a few notes showing the un- 
happy and often misleading terminology may be 
enlightening if not useful. 


“Lire INSURANCE” IMPROPER TERM 

“Life Insurance” is improper. “Life Assur- 
ance” was the original term. It continues to be 
used in Great Britain and is still favored by 
international actuaries. Some American com- 
panies are “Life Assurance” companies and in 
their choice of this title they are to be com- 
mended. “Assurance” of protection for old age, 
or of dependents is the correct form. Indemnity 
for living to a certain year or for death of a 
husband, or wife, or parent, is unthinkable. “In- 
surance” is indemnity but “assurance” is not 
indemnity. It is more nearly synonymous with 
“suaranty.” . 

In the Dominion of Canada “Life Assur- 
ance” is part of the title of practically all the 
companies. The very latest company organ- 
ized in British Columbia is the “Columbia Life 
Assurance Company.” 


“Poricy” A MISAPPLICATION 

“Policy” as the name of the contract of “as- 
surance” or “insurance” is a grave misappli- 
cation, for “policy” is akin to process, or de- 
finite course, or method adopted, in its best 
sense. It is defined as a “cunning contrivance, 
a stratagem and a trick” in the original sense 
in which it was used. The thought still remains 
in “playing policy” a method of gambling by 
betting that certain numbers will be drawn in 
a lottery. What the companies have been call- 
ing a “policy” is a “contract,” “agreement,” 
“understanding” or “indenture,” or, “certifi- 
cate of membership in a co-operative under- 
taking.” 

“Policyholder” is likewise incorrect when 
used to designate the person to whom a “cer- 
tificate of membership’ has been delivered. 
That person is no more a “policyholder” than 
a “sackholder,” to borrow a slang term. Most 
of the mutual companies still call their “pol- 
icyholders” by the correct name of “mem- 
bers,” the original designation. 


“AGENT” IS A WroNG TITLE 

“Agent” has no place in life assurance. True, 
the courts have followed the word and define the 
person who invites a fellow citizen to become 
a co-operative member of a beneficent corpora- 
tion its agent, for whose acts the corporation is 
bound. The courts are wrong, but it is largely 
the fault of the business. The so-called “agent” 
is merely the intermediary to present for the 
individual, his proposal for membership. He is 
no more the agent of the one than the other, 


By Tuomas W. BLACKBURN 
Associate Counsel, American Life Convention 


and as much the agent of one as of the other. 
His original status was fixed in the original 
contracts as agent of the person who by a so- 
called “application” sought coverage from an 
assurance company. The person we now call 
agent is more nearly a “conservator,” defined in 
the dictionary as “a protector; one who pre- 
serves from injury or violation.” “Underwriter” 
is better than “agent,” Cy Drew to the contrary 
notwithstanding, “Insuror,’ following the idea 
of the real estate men who call themselves 
“realtors” would beat both “agent” and “un- 
derwriter” as a descriptive title for the person 
who actually delivers the “certificate of mem- 
bership.” “Assurance Conservator” is my 
choice of designation.” 

“Salesman” has never appealed to me as a 
designation for the splendid field men who have 





The accompanying article, recently 
brought out by Mr. Blackburn, discusses 
a number of vital points in the designation 
of various phases of life insurance. It is 
distinguished chiefly by the fact that its 
criticism is not wholly destructive in that 
the author invariably recommends some- 
thing he considers better for that which 
he would take away.—Enpttor’s Note. 











made life insurance the great business it is. A 
salesman sells sewing machines, organs, pianos 
or other ‘merchandise. 


“PREMIUM” SHOULD BE “DeposiT” 

“Premium,” etymologically, is not an initial 
deposit or a subsequent deposit as considera- 
tion for any performance whatever. The word 
means a reward or recompense, a prize to be 
won by being before another or others in com- 
petition; bounty, as a “premium” for good be- 
havior. It also means something offered or 
given for a loan of money; bonus; generally in 
addition to capital; a sum in excess of the par 
value as selling stock at a premium. It means 
above par, or hard to obtain. It is inapplicable 


to any part of a life assurance transaction, 


whereas “deposit” expresses the initial and 
each subsequent installment. It is quite paral- 
lel to a deposit -in a savings or other bank. 

“Net premium,” “gross premium” and “of- 
fice premium” are likewise misconceptions and 
should be “deposits.” 


“ 


“RENEWALS” AN UNHAPPY TERM 


“Renewal Premiums’—usually called ‘“Re- 
newals” is an unha term, ‘especially when the 
PPpy } 
term “renewals” is made to cover “subse- 
quent deposits” to maintain membership and 
also subsequent compensation paid the “insur- 
> 


or,’ “conservator” or “agent” for persuading 
members to continue, their assurance. Courts 


hold life assurance contracts are continuous for 
life or a‘definite term, contingent only upon 
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compliance with terms as to deposits. They do 
not recognize the idea of “renewals” of such 
contracts from year to year. 

“Commissions” as the term designating the 
percentage which the so-called “agent” may 
retain or be paid out of membership “deposits” 
for service ought to be changed to “compensa- 
tion.” No etymologist calls this form of com- 
pensation a “commission.” The word applies 
properly only to sales of merchandise or other 
commodities, and the National Association of 
Life Underwriters has repeatedly declared life 
assurance is not a commodity. 


“DIVIDEND” A “REFUND” 

“Dividend” is the most flagrant offense 
against fact and the most deliberate misnomer 
of the incidents to which attention is called in 
this article. Everybody knows that “dividend” 
is at best a “refund.” It should be called a “re- 
fund” or “over-charge” in so far as it repays 
to a member the “overcharge” for his mem- 
bership. What it should be called when it is 
taken from a persistent member’s aggregate de- 
posit and given to a new member as an un- 
earned gratuity, some non-participating, or 
“flat rate” “conservator” may determine. This 
being a non-partisan discussion, the morals and 
merits of first year, and second year “divi- 
dends” may well be considered as a subject ver- 
boten, and the question of penalizing the old 
members of competitive purposes in securing 
new members, is an abstruse topic intended 
chiefly to amuse actuaries. “Dividends” in 
England are called “bonuses” and that is a per- 
version of fact which no mutual man in Amer- 
ica can approve, though if a stock company 
should find it advisable to divide profits with 
policyholders “bonus” would be a good enough 
term. 

“Non-forfeiture”’ is never understood by a 
layman but “withdrawal privileges” would di- 
rectly challenge his attention and make the 
nonforfeiture laws and provisions immediately 
intelligible. 


“RESERVE” Not UNbERSTOOD 

“Reserve” has a meaning which most people 
ought to apprehend without difficulty. Yet leg- 
islators and business men of intelligence fre- 
quently confuse “reserve” with “surplus” and 
sometimes think it means “assets.” If the 
words “aggregate net deposits with compound 
interest’ or “ascertained obligations to in- 
sured” were substituted, the disposition to tax 
assets and reserves would not be so prevalent. 
Sometimes “reserve” is called an “equalizing 
fund.” 

“Surrender charges” are “withdrawal” or 
“lapse charges” and “surrender value” is well 
expressed in the words “return of deposits” 
or “cash surrender privilege.” 

“Expectation of life” is one of the most elu- 
sive of the common terms of life assurance 
and could be nailed to the cross of fact by using 
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“probable life time,” “average years to live” 
or “average after-life time.” Perhaps if one 
of the suggested substitutes had been used in- 
stead of “expectation of life’ no court would 
have decided that a weekly disability benefit 
was to be reckoned as the present worth of a 
weekly annuity according to the Carlisle Tables 
of mortality. 

“Ordinary Life’ means “Whole Life” an: 
why not say so? 

“Loading” and “margin” are Greek to the 
“assured” but “expense additions” would be 
readily understood and more easily explained, 
if explanation were required. 

“Participating policies” are “refund con- 
tracts” and “non-participating policies” are 
“flat rate contracts” and it would be better for 
both, if these were their descriptive titles. 


“Losses” ErroNEOUS 
“Losses” is erroneous 
“death claims” for “death claims” are not 
losses in any technical sense. They are pay- 
ments to “assured” upon matured contracts 
for which provision was made in advance. They 
are properly speaking “maturities,” ‘claims 
paid,” or “matured contracts cancelled.” 


when applied to 


“Application” means “proposal” and “ap- 
plicant,” “proponent” or “proposer,” and the 
courts have so held. It would be well to change 
the terms accordingly if the terminology ap- 
plicable to memberships is to be abandoned; 
otherwise if it is to be retained. 
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“Net Cost” SHOULD BE TasBooED 

“Net Cost” implies outlay and gives the “ap- 
plicant” or “proponent” an impression that he 
is indulging in an expenditure which contem- 
plates no return, whereas the so-called “net 
cost” is the net investment he is making for the 
immediate creation of an estate of a value ex- 
ceeding the total “net deposits.” He is making 
a “net deposit” in a thrift producing adventure 
more profitable to his estate than a like ‘de- 
posit” in a savings bank. No one speaks of the 
money deposited in bank as the “net cost” of 
maintaining a bank account. This term should 
be absolutely tabooed. 


UseFUL ANALYSIS 

Now the writer fully understands that nom- 
enclature in any business or any great under- 
taking develops with time. He also knows that, 
once a definite word is applied generally to a 
common thought a change is difficult. Never- 
theless, he believes the analysis of Life Assur- 
ance Nomenclature herein will prove useful, and 
will at least supply synonymous terms which 
may sometimes clarify misapprehension and 
correct misconceptions. 


Inheritance Taxes in Porto Rico 
A new law in Porto Rico, which has just 
gone into effect, taxes all bequests, legacies, 
grants, or inheritances, and the direct heirs are 
required to pay to the treasurer of Porto Rico 
a progressive tax as follows: On inheritances 


Thursday 


SECTION 


not exceeding $2000, a tax of 1 per cent; from 
$2000 to $5000, a tax of 1% per cent; from 
$5000 to $15,000, a tax of 2 per cent; from $15,- 
000 to $35,000, a tax of 3 per cent; from $35,- 
000 to $60,000, a tax of 4 per cent; from $60,000 
to $100,000, a tax of 5 per cent, and from $100,- 
000 up a tax of 6 per cent. In the cases of 
other relatives and all other persons, associa- 
tions, institutions and corporation, the tax shall 
be treble the amount of the tax established for 
direct heirs. However, any legacy of a chari- 
table or educational character, as to public or 
private institutions, is exempt from this tax. 


Addition to Trust Literature 

Another book ‘on the subject of Insurance 
Trusts has been brought out by The Spectator 
Company of New York. The author is C. Ali- 
son Scully, vice-president and trust officer of | 
the National Bank of Commerce in New York 
and a member of the New York State Bar. 
The volume is a thorough treatise on the sub- 
ject of trust agreements and the handling of 
life insurance estates under such agreements, 
detailed description of the proper procedure in 
such cases being given. The book sells for $3. 

‘ —The Insurance Field. 


Dr. J. W. Wear Recovering 
Doctor J. W. Wear, medical director of the 
National Fidelity Life Insurance Company, 
Kansas City, is recovering successfully from an 
operation for appendicitis. 








for the right man.”’ 








HE construction of a fine, lasting 

Life Insurance structure depends 

toa great extent on the efficiency of the 

field man, and if the field man is to 

achieve the best results, he must be 

supplied with the finest material and 
implements with which to build. 


Those which The Guardian provides 
for its field force are of proved value, 
evidence of which is to be found in the 
record of -he Company’s progress and 
the individual success of its fieldmen. 
A connection with The Guardian may 
prove to you to be ‘“‘the right place 
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